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ALL LINES GROUPS WRITE FIFTH OF PREMIUMS 


SPECIAL FEATURE: Quiz to Test Your Skill in Fire Underwriting (p. 32) 
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IN THE 


SAME ORBIT 


... both gaining attention through extensive national 
advertising ... both building recognition and appreciation for 


the important role of the independent agent in providing 


quality insurance protection ... and personal service. 


AETNA CASUALTY and SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 


Hartford, Connecticut 
Affiliated with Aétna Life Insurance Company 





“The sere of cuceesd_ A 


eine ta [ip ode" 


Benjamin Disraeli (1870) 


Our constant purpose: 
to achieve success with 
Our Career men and women. 


A history of success:* Founded: 1905 In Force: $362,287,260.00 
Assets: $ 103,046,260.00 
Surplus: $ 13,423,467.00 


= 
*Financial Report 1957 / 
NOW .. . a new approach to the future for our career men and 


women. “A COMPLETE PERSONAL INSURANCE PROGRAM 
FOR YOUR CLIENTS AND PROSPECTS.” Featuring: 


NEW ... Accident and Sickness Plans—“Your Partner for Life.” 


NEW ... Career Contract builds retirement—renewals vested 
for the premium paying period of the policy. 


NEW .. . Company Education and Training—plus aid for your 
L.U.T.C. and C.L.U. work. 


NEW ... Tested and proven Direct Mail Aid. 
NEW ... Life Plans with high values—low premiums. 
NEW ... Agent and Agency philosophy. 


See for yourself .. . write, wire, or call today for r : 
your “new approach” agent’s kit. Get full details Seud {> complete uf rmmatiow, Todas 
by contacting your local Central Standard Gen- 


eral Agent or: Robert O. Shepler, C.L.U. Nene 





Agency Director, 


Street 





CENTRAL STANDARD LIFE 


SKE — INSURANCE COMPANY 


211 W. Wacker Drive 
Chicago 6, IIl. 


Life « Accident * Sickness 


City 
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ROBERT A. SCHENKELBERG was named Cleveland General Agent for the Berkshire Life in 1954. He entered the business as an Agent 
in 1940. After four successful years of personal production, he was made a Supervisor and in 1946 he became a Manager. 


... before it’s even developed, simply by taking a man’s 
sales ability for granted. Berkshire’s field managemene 
takes nothing for granted...in equipping its agents to 
meet every kind of sales situation.” 


“I’ve heard new Berkshire agents praise the effectiveness of 
their basic training.” 


“That’s only the beginning! Berkshire’s training program 
never ends. It utilizes the most modern audio-visual tech- 
niques — including motion pictures that simulate actual 
sales conditions—to develop and maintain peak sales ef- 
ficiency. Coupled with basic through advanced texts, it’s 
hard to beat.” 


“That certainly sounds like a terrific program. And it makes 
good sense! I know from experience that it takes more 


2 


al eyeye 
sales talent 
can be 
destroyed... 


than text-book learning to make a successful salesman.” 


“Berkshire’s training people learned from experience, too! 

They know the value of training, effective and continuing 

supervision, and how it affects a salesman’s income. That’s 
why I’m convinced today Berkshire pre- 
sents the greatest potential for personal 
growth in the industry!”’ 


ERKS HIRE 
LIFE INSURANCE Co. 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President — 
George D. Covell, C.L.U., Agency Vice President 
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These Names Make News... 
Bielaski, Long, Carson, Heyl 


A. Bruce Bielaski, assistant gen- 
eral manager in charge of the 
arson department for the Na- 
tional Board of Fire Under- 
writers for the last 30 years, 
and former FBI chief, has re- 
tired. Also retiring are John A. 
Neale, chief engineer in charge 
of the engineering department, 
and George J. Robinson, senior 
assistant chief engineer’ in 
charge of the eastern territory. 
Effective date for the retire- 
ment of all three men is Octo- 
ber 31. Brendan P. Battle has 
been appointed manager of the 
arson department. Everett W. 
Fowler succeeds to the position 
of chief engineer. 

Trescott A. Long has been appoint- 
ed U. S. Manager of The Lon- 
don Assurance and elected 


president of The Manhattan 
Fire & Marine and Guarantee 
Insurance. David L. Turnbull 
has been appointed controller 
of the U. S. branch of The Lon- 
don Assurance, and secretary 
of Manhattan Fire & Marine. 


Norman T. Carson 
has been elected 
president of Cen- 
tral National Life 
of Omaha. He was 
formerly executive 
vice president of 
Central Standard 
Life of Chicago. 


Charles H. Heyl has been elected 


president and board member of 
Loyal American Life of Ala- 
bama. He was formerly vice 
president and a director of 





Bankers Life of Nebraska. 


William Breiby, vice president, 


has been elected to the board of 
Pacific Mutual Life. He fills 
the vacancy left by John A. 
McCone, now head of the Atomic 
Energy Commission. Breiby is 
the author of several insurance 
volumes published by THE 
SPECTATOR. 


W. Jere Longshore has been 


named executive vice president 
of Preferred Life Assurance. 


Thomas D. Hughes, formerly vice 


president in New York for the 
America Fore fire companies, 
has been made vice president 
and manager of the Group’s 
Southern department. He suc- 
ceeds Louis P. Jervey, who is 
retiring. 

Continued on page 6 


HARVEST TIME 


“The frost is on the pumpkin 
(or soon will be) and the corn is 
in the shock .. .” 


UNITED FA 


Decreasing term on wife means 
OMe death benefit is greatest when chil 
ee ies dren are small and financial protec. 
eee tion is most needed. Level term of 
ee eReee 1000 per unit of Benefit on each 
necessary life insur- child. 
ance on mother bul Insurance provided by Benefit is paid 
LAS ny in event of death of either father 
simply adds iE or mother. 
ea ry be be rea Wife and children have conversion 
TT selects 2 " peavnege. . 

Children born during term of 
Benefit automatically have FULL 
coverage from 15 days old. a THE 


ACCIDENT INSURANCE co. mom) NATIONAL LIFE 
AND ACCIDENT 


ACCIDENT 
CONCORD N.H ESTABLISHED 1913 INSURANCE 
Write H. V. Staehle, Jr., C.L.U., Field Management Vice Pres., United y eb ly 
INSURANCE COMPANY 
HOME OFFICE NASHVILLE, TENNESSEE 


Life, 8 White St., Concord, N. H. GY YOU 
STATES SERVED: Cal., Conn., Del., D.C., *La., Me., Md., Mass., *Mich., YY 
N.H., NJ., N.C., “Ohio, *Pa., R.1., $.C., VI, Va. 
*General Agency opportunities available 
Overseas Territories Available. Brokerage Opportunities Available. 


Which means the fruition of 
the year's labors, and time for 
good Life Insurance men 

to get up and go! 


Ours are busy. 
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“We represent Atlantic and Centennial 
for several reasons... 


“We find that the Atlantic Companies have 
outstanding field men. They know their busi- 
ness and they have plenty of authority to 
act on their own. We respect them. 

*“We like the Atlantic Companies’ size—big 
enough for financial strength, but not so big 
that my agency gets lost in the shuffle. We 
like their long record of paying claims fairly 
and ungrudgingly. 

“Atlantic is flexible—a real ‘marine-oriented’ 
company, open-minded, ready to help solve 
our special problems. 


my agency represent 
the Atlantic Companies?” 


ANNUAL REPORT 
for the year endsng December 3 
1967 


116th Annual Report 
atlantic MUTUAL 
INSURANCE COMPanNT 





16th Annual Report 
' ¢=VrTewwra. 
INGURANCE COMFAaNT 


“Most important of all, I suppose, is the 
combination that makes up the Atlantic 
Companies: Centennial, the stock company 
—and Atlantic, the quality mutual known 
for providing the services producers need. 
This combination has given me a real one- 
two punch in selling insurance—it’s helped 
me time and again to meet today’s tough 
competition.” 





Have one of our Special Agents come and tell 
you how our unique team— stock company 
and mutual company—can benefit you. Your 
inquiry is invited. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY e CENTENNIAL INSURANCE COMPANY 
P. O. Box 6, Wall Street Station « New York 5 


Baltimore - Boston - Charlotte - Chicago - Cincinnati - Columbus - Dallas - Denver- Detroit -Grand Rapids - Houston - Indianapolis - Los Angeles 


Milwaukee - Minneapolis - Newark - New Haven - New Orleans - Philadelphia - Pittsburgh - Portland - St. Louis - San Francisco - Seattle - Syracuse 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 


October 1958 





| These Names Make News 


Continued from page 4 


| 

| Val T. Jones has been named a 

vice president of Resolute In- 
surance and Resolute Credit 
Life. He is in charge of adver- 
tising and public relations. 


William J. Reid, 
formerly _—_ assistant 
manager, has been 
named manager of 
the Chicago branch 
of Sun Insurance. 
He succeeds Vice 
President C. W. Ohl- 


sen, who has retired. 


E. B. Lull has been named vice 
president of Federated Mutual, 
Owatonna, Minn., and will con- 
tinue as manager of the com- 
pany’s Central Division, com- 
prising seven Midwest states. 

Leroy G. Steinbeck, formerly as- 
sistant vice president, has been 
promoted to vice president of 
Life Insurance of North Amer- 
ica. 

George D. Estes has been elected 
vice president of New Hamp- 
shire Fire and Granite State 
Fire, Manchester, N. H. 








Howard S. Bunn, ex- 
ecutive vice presi- 
dent of Union Car- 
bide, has been 
elected to the board 
of Federal Insurance. 


Donald C. Moulton has been named 
a vice president of Auto-Own- 
we don’t expect you to take on PLM just because we’re nice people (at ers Insurance, Lansing, Mich. 


least we hope we are). No; there are a dozen reasons why—every one of 
them sound. Here’s one: PLM has an exceptional record of prompt, 
round-the-clock claim payment—$41,427,064 paid (to date) in losses 


since founding. We'll be glad to give you more of the reasons why we 


think you'll be profitably happy representing PLM. Why not drop us a line. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance” 


pim 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building ¢ Philadelphia 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C. 


Ralph E. Moulton has moved up 
from assistant treasurer to 
treasurer. Orin C. Huffman, 
formerly manager of the ac- 
counting department, has been 
put in charge of the company’s 
new electronics department. 


Joseph O'Neil, Jr., formerly super- 


visor of trade advertising, has 
been named assistant to the 
president of Lumbermens Mu- 
tual Casualty and American 
Motorists. 


Ralph C. Knoblock has been ap- 


pointed group vice president 
Continued on page 10 
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To serve clients scattered 
throughout Kentucky, 
Virgil Steed has registered 
68,000 miles n his 
Rambler within two years 
Here he discusses a new 
policy with John W. 
Wilhelmi, Jr., popular 
Louisville Rambler dealer 


HE’S A GOOD MAN TO KNOW 


Greeting Virgil Steed is Albert 

Clay, descendant of Henry 
Clay and president of the 
Burley Auction Warehouse 
Association, which protects its 
personnel with $4,000,000 of 
Union Central Group Insurance. 


Sooner or later, anyone who lives in Kentucky is destined 
to meet Virgil S. Steed — a man who travels 34,000 miles 
a year along roads which ramble through 68 counties 
where he is known as Mr. Life Insurance. His 

affection for the Bluegrass state and its people 

is reflected in one of the most colorful, 

diversified backgrounds of any professional 

life underwriter. 


5 fears, = é age ree arge Sg Ss. 
For 15 decreas he anny d thr large — f home of friend and client, Dr. Daryl P. 
He has a personal awareness of the difficulties age Harvey, president-elect of the Kentucky 
thich e fr ral ¢ ities ; ‘ell as Sd a.” Academy of General Practice. Once 
which confront rural communities as well as oh SN ccmesinee ae Mae te mei Ges 
the satisfaction a farmer feels when he sells — § . Academy's Group Insurance counselor 

his patiently nurtured crop. Drawing on earlier 
a a ia aad « I li i Se eee ee hae, l _ : ie gy One of Virgil Steed’'s earliest clients was 
experience as a publishers represe ntative » he bot r Pulitzer Prize winner, A. B. Guthrie, Jr., 
has revealed this understanding in Kentucky : Who won the award for his novel, 
> P . . > The Way West A former city editor 
Tobacco Patch, an authentic account of farm of “The Lexington Leader,” he is now 
life which has earned its place on the shelves @ prominent writer of motlon pictures 


of schools and libraries throughout America. 


He is also at home in medical circles. First, 
because he administers an extensive insurance 
program for the Kentucky Academy of General Practice. 
Secondly, because he assisted in organizing the Rural 
Kentucky Medical Scholarship Fund which sponsors 
students who agree to practice in rural areas. 


His impressive accomplishments in the life insurance 
profession date back to 1948 when he joined the Louisville 
Agency of The Union Central. Rigid standards have earned 
him the National Quality Award on eight consecutive 
occasions; and the confidence of his clients have earned 
him membership in his Company’s celebrated $500,000 
Club during each of the past seven years. 


. 2 ‘i 77 . 3 Virgil Steed is an active and dedicated supporter 
Hundreds of Kentuckians will tell you that Virgil Steed = sag Rural Kentucky Medical Scholarship Fund 
ne . : é 7 ere he discusses the Fund with Dr. C. C. Howard 
isa good man to know. the president of the Board of Trustees since 1946 


THE UNION CENTRAL LIFE INSURANCE COMPANY .«. CINCINNATI 


Security for the American Family since 1867 


October 1958 











Announcing the 1958-59 advertising campaign 
of the INSTITUTE OF LIFE INSURANCE designed 


to develop a_public which is better informed 





e on the role of life insurance in family life. 


e on the operation of the life insurance 
business for the public good. 


e on the position of the life insurance 
business in the fight against inflation. 


Why we are taking three roads to reach our objective... 


Possibly the importance of the Co-operative Adver- 
tising program has never been greater than it will 
be over the coming year. 

Combined with the continuing necessity of giv- 
ing the people of America a greater understanding 
of their life insurance, there is the current feeling 
that the basic facts about our business should be 
better known by everyone who owns or may own 
a life insurance policy. In addition, it is still an 
obligation of the business to fight inflation. 

Thus, on these pages, you will find examples of 
the three roads—three different series of advertise- 
ments—to reach one destination: a better informed 
public. 


8 . 


And yet, there is a common denominator that holds 
them together as securely as though they were one. 
For each has as its objective the goal of placing 
favorable facts about our business and our product 
before various segments of the public. Each does 
it by offering visible evidence of performance. 


I think you will agree that it is a campaign which 
cannot help but add to the stature which life insur- 
ance already enjoys in the minds of so many mil- 


lions of Americans. 
Mbp... 


Institute of Life Insurance 
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THE STORY BEHIND YOUR LIFE INSURANCE—No # 


One way to measure 
a business 


—study its customers, So much 

one by one 
moeminrcemnmmtes sitet to be 

entrusted 


with... 


Cae 


At first a parent's arms mark the 
boundaries of a child's world 
But as the months and years pass, 
he pushes back those limits to 
reach eagerly for toys to play 
with for things to learn 

A teddy bear, a ball, a new 
book —each is a precious posses- 
More than 4 million “opinion leaders” sion. But one of the greatest gifts 
: ‘ . ‘ ? is never found on the nursery 
will be reached by each of 13 factual dod Wie Galak ati Gal 
messages such as this in Time, News- Wis Mile incanenen Galea 

a = , i 

week, and U.S. News & World Report. life insurance is a parent's prom 
ise of a full and happy youth for 
his child. It means that the child 
can choose his way of life when 


institute of Life Insurance 
Central Source of Informa. 4 Life Inmurence 


ream: 
ce ST dosseoom 














he is ready—with no need to take 
on adult responsibilities too soon 
H t t ; Life insurance—a couple of 
ow to ge a raise sheets of crackly paper yet 
e caught within its folds, the story 
and not a rise of a child's future 

Instrrute oF Lire Insurance, 
f 488 Madison Ave., New York 22,N.¥ 

out of your employer Semememneveningenen 
YOU can count on life insurance. 











570 daily newspapers in 400 cities will carry these warm, friendly “Good 
Provider” messages. Every state is represented among the 50-million audience. 


To demonstrate the part of life insurance in the 
fight against inflation, advertisements like this, when 
needed, will reach a large number of the public. 











Beginning in October in daily newspapers and weekly magazines 


During the coming year you will see not just one, but surance business, will be directed primarily at opinion 
three series of advertisements sponsored by the Institute leaders through full pages in 13 issues each of Time, 
of Life Insurance. Yet all three are directed towards a Newsweek and U.S. News & World Report. 
single goal. They are simply different approaches, each And, ready to continue life insurance leadership in 
developed to present its particular theme in the most the fight against inflation, should these pressures con- 
effective way to millions of readers. tinue to mount, will be a series of thoughtful messages 
One is already familiar to you—the “Good Provider” alerting the public to the dangers of inflation. 
series which first appeared im the Spring. 7 he wide- As in the past, reprints of each advertisement will be 
spread public acceptance which these advertisements available, without cost, to life insurance companies and 
received then is an indication of how well they portray their agents 
. . . . 7 ie ‘ i . & = 
the role of life insurance in family life. Fifteen more of 
these messages are scheduled for insertion in daily Institute ot Life Insurance 
newspapers beginning October 13. : : ; 
1 é Jal his Fall. O — i Central Source of Information about Life Insurance 
. ~W Series W also st: s Fall. > -sione ae 7 ‘ a oe , rw 
wo new se ries will also start this Fa ne, ¢ esignec 488 MADISON AVENUE, NEW YORK 22, N. Y. 
to present vital facts about life insurance and the life in- 


October 1958 





COMPLETE 
GROUP COVERAGE 
COSTS LESS 


...with a Nationwide Group Insurance program. For example. 
employees of The Burke Golf Equipment Corp. of Newark, Ohio 
are covered by a low-cost Nationwide Group plan providing 
complete life and accident and sickness benefits. They find that 
Nationwide’s localized service is prompt, personal—and com- 
plete! For full details on Nationwide’s Group Plan, write: 
Group Department, 246 No. High St., Columbus 16, Ohio. 
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Mr. W. D. Schaffner (left), President of Burke Golf Equipment Corp., Newark, 
Ohio with Mr. J. L. Painter (center), Nationwide agent of record, and Mr. Robert 
F. Lane (right), Nationwide Group representative. 
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NATIONWIDE MUTUAL INSURANCE COMPANY + NATIONWIDE LIFE INSURANCE COMPANY 


These Names Make News 


Continued from page 6 


for Western Life, Helena, Mont. 
He was formerly second vice 
president in charge of group 
for Washington National. 

Cranford W. Ingham has been 
named regional vice president 
of State Farm’s North Central 
office at St. Paul, Minn. Elmer 
W. Holm and Robert E. Arm- 
strong will become deputy re- 
gional vice presidents as part 
of the companies’ decentraliza- 
tion program. Effective date of 
the appointments is January 1, 
1959. 


Thomas E. Ackerman 
has been elected 
vice president of 
Coal Operators Cas- 
ualty, Rockwood, Pa. 


Dale J. Hodges has been made vice 
president of Michigan Mutual 
Liability. He will continue in 
charge of payroll audit and per- 
sonnel. 

Richard W. Baker, Jr., Rollin F. 
Bennett, Howard H. Conley, 
Donald E. Meads, Eugene S. 
Ovenshine, Emery F. Peabody, 
Laurence B. Soper, Adelbert G. 
Straub, Jr., and Wilson M. Un- 
derwood have all been made 
second vice presidents by New 
York Life. Mrs. Amelia Reich- 
ert has become an assistant vice 
president. 

Woodward Melone, vice president, 
has been placed in charge of 
The Fund’s Home Office Re- 
search, Development and Sales 
unit. 

Ralph P. Schaberg and Frederick 
W. Lohm have been made vice 
presidents of Manhattan Life. 
Frank J. Finan, formerly as- 
sistant treasurer, is treasurer. 

Eric Geddes has been named vice 
president and controller of Ben- 
eficial Standard Life. James W. 
Lilley, Jr., has been appointed 
manager of the new group de- 
partment. 

Continued on page 75 
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Now from The Travelersa... 


PREMIUM 
BUDGET 


‘Pp 


AN 


_FOR MODERN BUSINESS 


The Travelers Insurance Companies, pio- 
neers of the pay-by-the-month plan for family 
insurance, announce a commercial counterpart 
— The American Business Security Program. 


This new Commercial Premium Budget Plan 
will appeal especially to the owners of small and 
medium-sized businesses. 


By paying by the month for this insurance 
— rather than in large lump sums — manage- 
ment will be able to free important working cap- 
ital. And by placing their business insurance in 
a single program through one company and one 
agent, they can save confusion and help elimi- 


IN 
an BUSINESS 5 


nate the danger of possible gaps or overlaps in 
coverage. Nearly all commercial lines may be 
included under the Business Security Program 
— protection for income, establishment, equip- 
ment, and liabilities. 


You'll find this new plan enables you to do a 
better job of account-selling, leaves you with 
more time for production, saves expense dollars 
in running your office, and helps you meet com- 
petition on all fronts. 


To find out more about the American Busi- 
ness Security Program, call the nearest 
Travelers branch office or general agency. 


= THE TRAVELERS 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of insurance including 


Life * Accident * Group « Fire * Marine * Automobile * Casualty *« Bonds 


October 1958 





Why do diabetic doctors 
live longer 
than other diabetics? 


Anyone who develops diabetes can take hope 
from the personal experiences of doctors who have 
the disease. They have proved that by strict ad- 
herence to treatment, they can live almost as long 
and as actively with the disease as without it. 

When mild diabetes is discovered early, it can 
often be controlled by diet alone, or by diet and 
exercise. In other cases, a combination of insulin, 
diet and exercise may be required. 

New compounds, taken by mouth, appear to 
be beneficial in selected cases, usually those who 
have mild diabetes which developed after age 40. 
Their use, however, requires strict medical super- 
vision . . . and their true place in diabetes treat- 
ment awaits further study. 

Anyone at any age can develop diabetes, but 
your chances of doing so are increased . . . if you 
are overweight; if diabetes has occurred in your 
family; tf you are between the ages of 40 and 65. 

Today, about one million people in our country 
have diabetes and are getting treatment. Another 
million Americans have the disease, but are com- 
pletely unaware of it. This is because diabetes, 
early in its course, causes no noticeable symptoms, 
and may not until it is well advanced. 

So, everyone should have periodic health ex- 
aminations, including simple tests for diabetes. 
And no one should delay seeing the doctor if any 
of the following common symptoms of diabetes 
should occur . . . weight loss despite constant hunger 
and excessive eating, increased fatigue during nor- 
mal activities, excessive thirst and frequent urination. 





DIET 


PLUS 


INSULIN 


PLUS 


EXERCISE 


EQUALS 
DIABETES 
ONTROL 
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If diabetes is found, the usual reward for obedi- 
ence to the doctor’s orders is added years of com- 
fort and of life. Doctors know this... and that is 
why those of them who have diabetes live longer 
than other diabetics. 
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Metropolitan Life Insurance Company f circulation in excess of 35,500,000 including 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, NEW YorK 10, N. Y. 


This advertisement is one of a continuing 
series sponsored by Metropolitan in the interest 
of our national health and welfare. It is appear- 
ing in two colors in magazines with a total 


Time, Newsweek, Saturday Evening Post, 
Ladies’ Home Journal, Good Housekeeping, 
Redbook, Reader’s Digest, National Geo- 
graphic, U. S. News. 
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Gare Facts HELP BUILD SALES: 


100,000,000 people will see this month’s 

America Fore Loyalty advertisement in the 
publications listed below—pointing up the hazard 
of under-insurance and the importance of a 
‘“checkup”’ by their local independent 

agent or broker. 


Now Appearing In: 


*& THE SATURDAY EVENING POST 
* NATIONAL GEOGRAPHIC 
*& READER'S DIGEST 
* NEWSWEEK 
* TIME 
* LIFE 
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Increase premium income 
by curing COVERAGE ANEMIA" 


It’s easy to dramatize the increase in property replacement values 
with The American Insurance Group’s “Cost House.” Comparative 
labor and material costs are printed right on its roof and sides. 


The “Cost House” is just one sales tool from The American 
Insurance Group’s new “COVERAGE-TO-VALUE” Promotion Kit 
—a package of selling aids designed to help our Producers pro- 
vide superior service and increase their premium income by 
curing Coverage Anemia. 


To find out what this new kit can do for you, contact The 
American Insurance Group Branch Office nearest you. 


‘ 
OF 
NEWARK, NEW JERSEY 


THE AMERICAN INSURANCE COMPANY + AMERICAN AUTOMOBILE INSURANCE COMPANY + ASSOCIATED INDEMNITY CORPORATION 
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1859, Professor John Wise delivers the mail by air from Missouri to New York. 


When the mailman took to the air... 


About a century ago, a daring young “aero- 
mailman”’ took to the skies in a balloon for a 
1,150-mile history-making flight. That same year, 
1859, another young pioneer, Henry B. Hyde, 
opened The Equitable in New York City. 

Since those days, both aviation and life insur- 
ance have advanced considerably. Early policies 
placed heavy restrictions on persons traveling by 
air or sea. Life insurance coverages in general 
were limited. 

Today, The Man from Equitable can offer a 
policy for virtually every need, and enjoys social 
and economic advantages his 19th-century coun- 
terpart never would have dreamed possible. 


Widespread advertising and public relations 
campaigns give him added stature in his com- 
munity. His pension plan has few equals in the 
industry. Extensive training courses and a broad 
range of helpful services make him the indis- 
pensable man to his neighbors and friends. And, 
above all, he knows he is associated with an or- 
ganization that is never static, but continually 
growing. 

That is why, for a rewarding career in the life 
insurance field, the underwriter who looks ahead 
chooses an identification that works for him... 
today, tomorrow, and all the years ahead... 
The Man from Equitable! 


* 
THE Equitable LIFE ASSURANCE SOCIETY OF THE U.S. 


393 Seventh Avenue, New York 1, N. Y. 
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men of vision 

are selling 
United's 20-20 
Cash Refund Plan! 


Here’s the policy with a future! United’s 20-20 Cash 
Refund Plan offers full cash refund... plus full protection. 
Millions are reading about 20-20 in the national magazines. 
Men of vision from United are cashing in on this demand for 


the policy that does two jobs. 


The 20-20 Plan can do two jobs for you, too. This 
talked-about Plan will introduce you to more people... and 
boost your earnings. If you want a clear-eyed view of your 
future with United drop a letter today to United of Omaha, 
Omaha, Nebraska. 


Be tar-sighted—go United 


United { *: 
OF OMAHA: 


One of America’s Foremost Life fisurance Companies 
N. M. Longworth, President 


THE SPECTATOR 





““Unforeseen events .. . need not change and shape the course of man’s affairs” 


That’s only the half of it 


Inflation has taken a big bite out of the dollar. Replacement costs are up... 


and so is your need for adequate insurance. For dwellings alone, 
values are up about 70% in the last eight years. Are you safe? 
Better make sure. With the help of your local independent agent or broker, 
find out the actual replacement value of your home and all 
your furnishings and personal possessions at today’s prices. 
Then bring your protection up to date. Remember: because 
your Maryland agent knows his business, it’s good business for you to know him, 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety 
Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of insurance to value. 
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Our thanks to the millions of policyholders and friends across 
the nation whose confidence over the years has enabled Western 
and Southern to share with them the great benefits provided 


through the purchase of life insurance. 
WILLIAM C. SAFFORD, 
President 


THE WESTERN AND SOUTHERN | 
LIFE INSURANCE COMPANY 


A MUTUAL COMPANY ¢ HOME OFFICE « CINCINNATI, OHIO 


DIVISION OFFICES: 





St. Louis, Missouri ¢ Asheville, North Carolina ¢ Galveston, Texas ° Beverly Hills, California 
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LET US ENGINEER 


HIGHLY PROFITABLE EXTRA SALES 


for you in BOILER and MACHINERY 
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Practically every plant manager in your area is a worthwhile 
prospect for Employers’ completely engineered Boiler & 
Machinery insurance. And selling involves minimum effort 
on your part. All you have to do is spark the prospect’s in- 
terest with our new point-of-sale brochures. We do the rest. 

Trained Safety Engineers appraise your prospect’s risk for neti teenie 
our Underwriters... recommend efficient safety procedures to one aveilahle:ter puatedheny binane 
keep loss percentages low. They’ll make as many calls as de- to-understand fashion, how Employers’ 
sirable so you can make multiple sales without extra effort. Boiler and Machinery insurance covers 

If you are now selling Boiler & Machinery insurance, it will both direct and indirect losses, and pro- 
pay you to check the advantages of Employers’ completely vides effective loss-prevention engineer- 
engineered plan. If you are not now selling this type of cover- ee 
age, the time to add this highly profitable best-seller is now. 


THE Employers Group 


OF INSURANCE | G9) comPANIES 


Fire, Casualty and Marine Insurance, Fidelity and Surety Bonds 
110 MILK STREET, BOSTON 7, MASSACHUSETTS 


THE EMPLOYERS’ LIABILITY ASSURANCE CORP. LTD. - THE EMPLOYERS’ FIRE INSURANCE CO * AMERICAN EMPLOYERS’ INSURANCE CO. - THE HALIFAX INSURANCE CO OF MASS 
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This advertise- 
ment appeared in 
the September 
27th issue of the 

SATURDAY 
EVENING POST 
in conjunction with 
the National 
Association of 
Insurance Agents, 
national advertising 


campaign. 


An agent is known by the 


company he keeps 


Whatever your insurance requirements—business or per- 
sonal, you may rely on a CHUBB & SON representative. 
This responsible independent agent, carefully selected for 
character and competence, has the facilities to protect 
your interests properly. 


INSURANCE UNDERWRITERS 
90 John Street, New York 38, New York 
_ Managers 
FEDERAL INSURANCE COMPANY and associated companies 
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he has 


BREADTH 





at his 
fingertips 


The John Hancock representative carries a broad variety of modern merchandise 
in his portfolio. It is modern life insurance protection— Family policies, Business 
life insurance, Personal Health insurance, Annuities, as well as a wide range of 
up-to-date Group plans and all regular forms of life policies. With his training 
and knowledge, and these policies, he is prepared to serve his clients’ needs as 
they arise. And with the prestige of the John Hancock behind him, he is also 


able to close more sales for consistently larger amounts of needed insurance. 


bn Bho 
a EP aa 


MUTUALZ LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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“You win with the Partnership Philosophy!” 


—SAYS LAWRENCE ‘PETE’ LELAND, MANAGER OF AGENCIES, AMERICAN UNITED LIFE INSURANCE COMPANY 


“SELLING life insurance is not a one-man proposition. 
“Here at American United, we believe in providing 
the best help available for our agents everywhere. 
“The Home Office team members pictured here are 
specialists in their fields. They are dedicated to helping 
you do a better job for yourself, your policyholders 
and your company. 
“This is the philosophy of partnership—the way it 
is here. It’s a philosophy that helps our agents win! 
“You'll like getting to the top with our American 


United team.” 


AMERICAN UNITED LIFE INSURANCE COMPANY ¢ HOME OFFICE: 


ALL ORDINARY LIFE FORMS-FLEXIBLE OF NS-LOW NET 
DISABILITY-GUARANTEED REN 
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SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GR P RETIRE 
GUARANTEED RENEWABLE HOSPITAL & SURGICAL: SPECIALIS 


Your home office “partners” —key personnel who back you in the field 
—are pictured in background of above photo. At desk, left to right: 
Ken Truax, CLU, and Ed Thomas. Behind desk, left to right: Earl 
Mulcahy, Carl Shaeffer and Bob Thompson, CLU. Right-hand group: 
Max Hittle, CLU, Harold Petersen and Brady Minnis. 








+ Woak-t a keoe-te mm Ola taa-ve| 


LIFE INSURANCE COMPANY 


The Company with the Partnership Philosophy 


INDIANAPOLIS, INDIANA 


N ANCELLABLE 
STS IN SUBSTANDARD UNDERWRITING & REINSURANCE 
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In Organization Lies Progress and Strength 


OR more than four score years THE SPECTA- 

TOR has been sending its staff on countrywide 
excursions to report the proceedings of insurance 
conventions. Also men who are compensated in 
the high income brackets by their companies an- 
nually spend weeks of precious time attending 
conventions. The busy presidents of multi-mil- 
lionaire insurance institutions lay aside pressing 
duties to travel the breadth of the nation to de- 
liver a thirty-minute speech before some associa- 
tion. The organizations within the insurance 
business represent a gigantic expenditure of 
brains, energy, money and time. Unless their 
record of accomplishment is impressive, they 
must indeed constitute an extravagant folly. 

That the achievements of organization work 
fully compensate for the sum total effort that is 
put into it, we believe no man can deny. The 
history of insurance organizations is at once the 
story of insurance progress. When we see the 
tremendous ground they have covered—the re- 
forms which in some instances took 50 years of 
unrelenting struggle to establish, the order 
brought out of helpless chaos—it seems utterly 
futile to attempt to picture the institution of 
insurance without the organizations. 

The functions of insurance organizations have 
been diverse from the outset and are subject, 
naturally, to change as new situations arise. 
Nevertheless, if we study their histories, we dis- 
cover that there is one purpose. We may term 
it the dominant purpose that is common to all 
the organizations dealt with in this number. 

The idea of improving public relations is found 
in the early beginnings of all the insurance asso- 
ciations. Nominally, the origins of business or 
trade associations in common with almost every 
other group in society were protective. Competi- 
tors in the same business first banded together 
in order to protect their prices or incomes from 
interlopers whose apparent purpose was to raid 
the business for quick profit. Legislation which 
appeared to discriminate against a group was 
another factor which had a strong tendency to 
weld business men into cooperative units. 

These purposes, of course, are still funda- 
mental with the majority of organizations, but 
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back of these defensive features was and is the 
constructive desire to protect the public, please 
the public and create a mutual feeling of respect 
and fair dealing that would redound to the bene- 
fit of them both. That, fundamentally, is what 
has brought insurance men and insurance com- 
panies together in organization work. 

Today, public service is an avowed principle 
of most insurance trade associations. They have 
shown that in cooperation there is strength, not 
only to resist debilitating forces from without, 
but to put through constructive measures of re- 
form and progress within their own ranks. 

The organization theory has been developed to 
such a point that almost every forward step the 
business takes is taken by the business en masse. 
Practically every reform of importance is 
launched, not by individual companies, but by a 
representative organization of the companies af- 
fected by it. It may well be said that the future 
success of the insurance business will be mea- 
sured by the degree of effectiveness with which 
insurance organizations function. 

The need for standing behind organizations 
dedicated to public service and sound insurance 
practice was never greater than at present. Great 
companies and small companies have a com- 
munity of purpose in providing the complete and 
multiple protection requirements of a country 
now at the threshold of the atomic age. 

No company and no minor groups of compa- 
nies can meet this challenge adequately. Along 
divided byways companies cannot accept the re- 
sponsibility of meeting adverse loss records, 
radical legislation and crippling taxation. Pre- 
miums and policies must be based on statistics 
derived from the broadest possible experience. 
The organizations now functioning have been 
powerful in bringing progress and prosperity to 
all segments of the insurance institution. They 
must be supported to the fullest measure by all 
eligible to membership and they must be equipped 
to serve with renewed vigor and efficiency. 
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spectator’s DAILY reports 


selected news items for 





Capitol Headlines by Ray Stroupe 

Treasury Secretary Anderson may speak first at House Ways 
and Means subcommittee hearings on life insurance taxation. 
Hearings are to begin on Nov. 17. Committee Chairman Mills, D., 
Ark., reiterates that the lawmakers will explore both the total 
income and investment income aspects of taxation. 


Realistic new concept of liability, as applied to nuclear ship- 
ping, is advocated by Richard P. Godwin. Mr. Godwin, chief of the 
maritime reactors branch, Atomic Energy Commission, suggests 
an international agreement recognizing unique features of atomic 
ships. This would permit atomic ship operators of any nation to 
know their rights and liabilities, he believes. 


Health insurance at “reasonable” rates for federal employees 
and dependents will be proposed in Congress next year. Necessary 
legislation will originate in his Senate Civil Service Committee, 
Sen. Johnston, S. C., forecasts. He also foresees bills for freer 
employee life insurance benefits and for optional retirement at 
any age after 30 years of federal service. 


Congress will hear a proposal next year for a boost in the 
government employee life insurance minimum coverage. Each 
employee, it is suggested, could take out at least $10,000 worth. 
At present, a $5,000-a-year employee can carry $6,000 worth of 
insurance; a $10,000-a-year earner can carry $11,000 worth. 


Dropping of a Federal Trade Commission complaint against a 
San Francisco insurer is advised by an examiner at FTC. J. Earl 
Cox grants a Fireman’s Fund Indemnity Co. motion for dismissal 
of charges that it falsely advertised accident and health insur- 
ance. His order, however, is not a final FTC action. 


Two accident and health insurance advertising cases are closed 
by Federal Trade Commission. FTC dismisses its false-advertising 
charges against United Insurance Co. and Lumbermens Mutual 
Casualty Co., both of Chicago. The federal agency decides it lacks 
jurisdiction in these two cases. 


Postponed until 1959 are congressional hearings on hazards and 
workmen's compensation in the atomic energy field. Atomic Energy 
Commission is asked to report on these subjects to the Senate- 
House Atomic Energy Committee by Jan. 1. A sub-group of that 
committee had planned the hearings for mid-June. 


Commercial public liability coverage for armed services activ- 
ities run on nonappropriated funds is ended. Defense Dept. has 
rejected pleas of casualty insurers for retention of coverage at 
post exchanges, clubs, and other facilities in this category. The 
department installs self-insurance at these activities. 


Life Companies Add 
$2.6 Billion to Economy 


August 21—New capital added to 
the nation’s economy by life 
insurance companies ran about 9 
per cent higher this year than 
during the first half of last year. 
Total new capital amounts to $2,- 
603,000,000. Aggregate new in- 
vestments, including those from 
reinvestment, were $8,467,000,000. 
New investments in state, 
county and municipal bonds in 
the U. S. showed a 71 per cent 
gain for the first six months of 
this year over the same period last 
year. Purchases of government 
securities in the half year were 
above $2 billion, up 20 per cent over 
last year. However, a higher rate 
of maturities and replacements re- 
sulted in a 4 per cent decrease in 
the year of total holdings of this 
type. 

The largest block of life insur- 
ance funds invested in this period 
—almost $3 billion—went into 
U. S. industrial corporations, rail- 
roads and utilities. Real estate 
mortgage investments in these six 
months were 11 per cent below the 
amount for the same period last 
year. 


September 2—The combined group 

plans of American Telephone 
and Telegraph and the Bell Tele- 
phone constitute the largest life 
insurance program in existence in 
private industry. 

More than 750,000 active and 
retired employees are covered 
with close to $4 billion of life in- 
surance protection. Figures were 
obtained as of June 30 this year, 
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insurance leaders 





and were released by the Institute 
of Life Insurance. 

The telephone workers’ program 
is surpassed only by the Federal 
Employees’ group plan, covering 
more than two million civil serv- 
ice workers for over $10.5 billion. 


September 3—Poor packaging and 

pilferage continue as chief 
sources of commercial shipping 
losses. Harold Jackson, chairman 
of the Cargo Loss Committee, 
spoke on these losses at the Inter- 
national Union of Marine Insur- 
ance meeting in Salzburg, Aus- 
tria. 

Owen E. Barker, vice chairman 
of the Union, discussed maritime 
safety. He also proposed a load 
line conference for 1960 and prep- 
aration for revision of the “safety 
of life at sea’? convention. 

The group will hold its 1959 
meeting in London, England, and 
its 1960 meeting in Washington, 
B. €. 


Medical Carriers Form 
“Grass Roots" Groups 


September 9—“Grass roots” com- 

mittees have been organized 
in nearly all states by the Health 
Insurance Council. Insurance men 
on the committees will strive for 
better relations with doctors and 
hospitals at local community lev- 
els. 

Every state committee has had 
at least one meeting with local 
hospital-medical leaders, Council 
reports in its first edition on 
“Newscope,” a monthly bulletin 
describing major activities of the 
local committees. Distribution is 
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by PAUL WOOTON 
Member, Chilton Editorial Board 


WASHINGTON TRENDS 


ATTERS of concern to 
the insurance industry 
were left undone at the 


last session of Congress, but in- 
surance will come in for special 
attention before the convening 
of the 86th Congress in Jan- 
uary. Senator Joseph C. O’Ma- 
honey, of Wyoming, is to have 
another opportunity to put in- 
surance companies on the carpet. 
They got a good bill of health 
after his TNEC investigation 
which began in 1937. O’Mahoney 
wants to explore, among other 
things, what he calls the ‘no 
man’s land” between state and 
federal supervision of insurance 
companies. The companies be- 
lieve they can establish that 
state supervision has been thor- 


ough and that no need exists for 
further supervision encroach- 
ment. Those hearings are to 
start after the election but no 
dates have been fixed at this 
writing. 

A special sub-committee of 
the Ways and Means Committee 
starts hearings November 17 to 
deal with the knotty problems 
of life insurance company taxa- 
tion. Wilbur D. Mills, the chair- 
man of the full committee, will 
head up the sub-committee. The 
Treasury will submit its pro- 
posals with regard to the total 
income approach that is a tax 
on premium income and invest- 
ment income, less deductions for 
reserves. 








state committeemen and _ to 


member insurance companies. 


September 10—Informing people 


about the role of life insur- 


ance in family life is the keynote 
of a new cooperative advertising 
program. Sponsored by the Insti- 
tute of Life Insurance, the cam- 


paign started in 570 newspapers 
this month (October). 

For the first time, the Institute 
is also using national magazines 
on a sustained basis. 

Newspapers used have a circula- 
tion of over 50 million. Every 
state including Alaska, and the 

Continued on page 26 
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Daily Reports 


Continued from page 25 


Territory of Hawaii, will be rep- 
resented. A maximum of 15 in- 
sertions are scheduled between 
October and next May. 

Ads feature family scenes, while 


the text hails the owners of life 
insurance as “good providers.” 


September 11 — William H. An- 

drews, Jr., Greensboro, N. C., 
was elected president of the Amer- 
ican Society of Chartered Life Un- 
derwriters at their convention in 
Dallas. Secretary is Herbert W. 
Florer, Boston, Mass. Society has 
4,716 members in 108 local chap- 





Electronic Advances 


Hartford Fire: has ordered an 
IBM 7070 electronic data process- 
ing system. Machine is scheduled 
for delivery early in 1960. Com- 
pany has been using an IBM 650 
system for some years. 


Lincoln National Life: will install 
an IBM 705 early next year. Equip- 
ment will be housed in an espe- 
cially designed room in the new 
addition to the home office. Initial 
uses will include premium notices 
and actuarial computations on di- 
rect ordinary policies. 


Pacific Mutual Life: has begun 
dismantling its Univac I in order 
to replace it with Univac II. Re- 
duction in daily electronic operat- 
ing time and increase in the num- 
ber of computer applications are 
cited as reasons for the change. 
But an official insists, “Univac I 

. has lived up to our highest ex- 
pectations.” 


Interstate Indemnity (Los An- 
geles): has installed an IBM 305 
Ramac computer which is to up- 
date all records automatically 
every day, including premium 
written, earned, and ceded and 
losses paid and incurred. 


South African Life Assurance 
(Capetown, South Africa): has 
just received a Burroughs 205 
electronic computing system. It 
will be the first company in South 
Africa to adopt insurance automa- 
tion of this type. 


Confederation Life (Toronto, Can- 
ada): has put to work an IBM 705, 
consisting of 20 different units of 
14 different types. Working on 
magnetic tapes, it is expected to 
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permit daily review and changes 
for each of 350,000 ordinary pol- 
icies. 


Massachusetts Mutual Life: has a 
new punch-card system to pre- 
pare, issue, and audit 40,000 
monthly checks for beneficiaries 
and annuitants. The system will 
also prepare annual income tax 
information for policyholders, and 
can, with a minimum of expense, 
be expanded by 50 per cent. 


ee 


Manager Robert Tebben of Farmers Auto 
in Pekin, Illinois, looks for a spot to place 
a tube in the company's new IBM 305 
Ramac. When the tubes are all in place, 
the "brain" will "speed up policy writing 


and cancellations . . . keep agency ac- 
counts, premiums, pending reserves and 
paid losses current daily for each agent," 
Tebben says. 


John Hancock Mutual Life: now 
writes proposals on the IBM 632 
Electronic Typing Calculator. 
Where prospects expect to buy 
$25,000 or more of insurance, the 
632 can furnish complete details 
on the proposition in one-tenth 
of the time formerly required. 


ters throughout the country. 

Ten women and 625 men became 
Chartered Life Underwriters on 
completing the courses of study 
issued by the American College. 
Conferment exercises were held in 
Dallas during the CLU conven- 
tion. At the same exercises, the 
first 32 awards of the diploma in 
agency management were granted 
under the remodeled Management 
Education program. 


September 12—Lester O. Schriver, 
NALU managing director, re- 
ceived the 1958 John Newton Rus- 
sell Award at the convention of 
the National Association of Life 
Underwriters in Washington, D. C. 
Oren Pritchard, Indianapolis, 
Ind., was elected president of the 
Association, and William S. Hend- 
ley, Jr., Columbia, S. C., is vice- 
president. 

Arthur W. Defenderfer and his 
NALU Building Committee re- 
ceived a vote of confidence in their 
recent appointment to the task of 
developing a new headquarters in 
Washington, D. C. within the next 
two years. 


September 16—The U. S. Depart- 
ment of Defense order drop- 
ping commercial public liability 
insurance coverages on Army and 
Air Force exchanges and clubs in 
favor of self-insurance is being 
opposed by insurance groups. 
The National Association of In- 
surance Agents has sought a con- 
ference with the Secretary of De- 
fense. Joining in the request was 
the Association: of Casualty and 
Surety Companies. The American 
Insurance Association has also 
been asked to help NAIA protest 
to the Department. 


Veterans Can Convert 


RS Term Policies 


September 19—More than 685,000 

Korean conflict veterans will 
soon be able to convert their term 
GI insurance to permanent poli- 
cies. Previously, these policies 
were not convertible into perma- 
nent GI coverage. 

The affected term GI policies 
are identifiable by the letters “RS” 
which precede the policy numbers. 
Other GI insurance will not be re- 
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opened under this new law. 

Beginning next January, a new 
statute (Public Law 85-896) pro- 
vides the “RS” policyholders with 
three options: 

1. Convert to permanent plans. 

2. Exchange term policies for a 
“limited convertible” term policy 
carrying a lower premium rate, 
but which—after September 1, 
1960—cannot be renewed by per- 
sons who have passed their 50th 
birthday. 

3. Keep their “RS” term poli- 
cies at current premiums which in- 
crease every five years. 

Maximum amounts of the new- 
type insurance will be limited to 
the face amount of the veteran’s 
present “RS” policy. 

Permanent insurance available 
under the new law includes ordi- 
nary life, 20-pay life, 30-pay life, 
20-year endowment, endowment at 
age 60, and endowment at age 65. 
These policies will not yield divi- 
dends. 


September 23—Everett H. Lane, 

president of Boston Mutual 
Life, has been elected president of 
the Life Office Management Asso- 
ciation. Charles H. Bader, admin- 
istrative vice president of Inter- 
state Life and Accident, is first 
vice president. Merrill R. Tabor, 
vice president and secretary of 
Berkshire Life, is second vice 
president. 

Elected to serve three-year 
terms as directors are Sterling T. 
Tooker, H. G. Bartholdi, and John 
C. Timmermann. 

LOMA membership is at a rec- 
ord high of 345 companies. 


Discount on Homeowners 


September 26—Massachusetts has 
approved a Merit Rating Plan 
on Homeowners policies. Insur- 
ance Company of North America, 
which filed the plan, can now re- 
new all Massachusetts Homeown- 
ers and Tenants policies after De- 
cember 1, 1958, at a 10 per cent 
reduction from the premium then 
in effect, if the insured has in- 
curred no losses on the expiring 
policy during the first 33 months 
it was in effect. Plan does not ap- 
ply to a Valuable Personal Ar- 
ticles Endorsement attached to a 
policy. 
Continued on page 28 
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Building News: New Home Offices for Guardian 
Life, Equitable of NY, Union Central, United 


Hartford, Connecticut. The Hartford Fire Group has purchased a four- 
story structure at 722 Asylum Avenue, adjoining the Group’s home 
office site. 

Hartford, Connecticut. Mutual of Hartford moved to new home office 
quarters in September. 

New York, New York. Guardian Life of America has received approval 
from the Insurance Department on plans to modernize its home 
office building and build a three-story annex providing 68,000 sq. ft. 
of office space. There is provision for future addition of four more 
floors. Architect: Skidmore, Owings and Merrill. 

New York, New York. Equitable Life Assurance of the U. S. broke 
ground August 11 for its 42-story headquarters building. Estimated 
cost is $58,000,000. Completion date is late 1961. Cornerstone will 
be laid next July at ceremonies marking the Society’s 100th anniver- 
sary. 


Des Moines, lowa. Con- 
struction of a 5-story 
home office building for 
National Travelers Life 
is now underway. High 
fence surrounding the 
project is decorated 
with these large-size 
cartoon figures, calling 
attention to cut-outs 
where “sidewalk super- 
intendents’ can get a 
good view of building 
progress. 


Cincinnati, Ohio. Union Central Life has sold its 34-story home office 
building to the investment firm of Brooks, Harvey & Company. 
Insurance company will build on a suburban site. 

Louisville, Kentucky. The Blue Cross Plan, Inc., expects to occupy its 
new office building about November 1. Structure is one and two 
stories, with colonial entrance. 

Chicago, Illinois. Hartford Fire Group has purchased an entire block 
facing Wacker Drive. Site comprises 82,000 sq. ft. and will house a 
new office building for the Group’s Western department. Land was 
purchased from the University of Chicago. 

Chicago, Illinois. United Insurance of America will erect a 25-story 
home office building in the Loop area. Structure is scheduled for 
completion late in 1959. 

St. Paul, Minnesota. North Central Life is now occupying its renovated 
home office building, formerly the First National Bank building. 
24,000 sq. ft. 

Lincoln, Nebraska. Security Mutual Life now occupies its new home 
office. Structure on 70,000 sq. ft. lot has 15,000 sq. ft. on each floor. 
Building is of Indiana limestone, with purple crystal granite span- 
drels and aluminum trim. 

Houston, Texas. American General Group will purchase the 24-story 
First City National Bank Building for its home office. Bank plans 
a new building to be completed in approximately two years. The 
insurance group will occupy its new headquarters shortly thereafter. 

Olympia, Washington. Ground was broken August 28 by Sunset Life for 
a home office building. Site occupies a four-acre tract, has 22,000 
sq. ft. of office space. Occupancy is scheduled for the summer of 
1959. 
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Daily Reports 


Continued from page 27 


September 30—How up to date 
are the provisions of your 
life insurance policy? 

One life insurance company has 
conducted a systematic campaign 
to remind policyholders to review 
their arrangements for payment 
of insurance proceeds. Since the 
program began on March 1, 1958, 
it reports that policyholders made 
more than 1000 changes in bene- 
ficiaries, 

Massachusetts Mutual Life’s 
policyholder service campaign 
opened with a letter in which 
President Leland J. Kalmbach 
recommended that the 600,000 
policyholders “re-examine life in- 
surance settlement provisions pe- 
riodically.” The letter was fol- 
lowed up with premium notice 
enclosures and letters from indi- 
vidual agents to their policyhold- 
ers. 

The campaign, which will end 
next July, reminded policyholders 
also to take another look at in- 
surance policies in the light of 
present needs. A majority of the 
letters received by the company’s 
calculation department consisted 
of inquiries from policyholders 
who asked for additional informa- 
tion about living benefits. Older 
policyholders asked how cash 
values of their policies could be 
converted into monthly life in- 
comes. 


"No Right to Object’ 


Says Va. Commission 


September 30—Agents have no 

more right to object to the 
production cost in a rating for- 
mula than the office workers do to 
object to the allowance for ad- 
ministration expenses. This was 
the argument of the Virginia 
State Corporation Commission on 
the appeal by the Virginia Asso- 
ciation of Insurance Agents 
against a new auto rate formula 
in which the Commission allowed 
production costs to be 20 per cent 
rather than the original 25 per 
cent on classes 1 and 3 and 15 per 
cent on class 2. 
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Canadian Companies Turn to Gov't Bonds 
For Investment for Eight 1958 Months 


October 2 (From Canada)—During 1958, higher interest earnings have 

attracted Canadian life insurance companies into the market for 
Government of Canada bonds. So indicates the report of the Canadian 
Life Insurance Officers Association. 

For the first eight months of the year, life insurance companies 
increased their investment in these bonds by $32.6 million. In the same 
period of 1957 they reduced their holdings by $19.4 million. This report 
covers cash transactions affecting ledger assets of 12 Canadian com- 
panies whose total income represents 77.5 per cent of the net premium 
income in Canada of all companies registered under the federal insur- 
ance act. 

This reverses the trend of the post war period during which the 
companies have steadily reduced these bond holdings. In 1949 the com- 
panies had 22.25 per cent of their total assets invested in Government 
of Canada bonds. By 1957 this ratio had dropped to 4.14 per cent. 

In 1958 a much smaller percentage of available investment funds 
has been turned to mortgage loans. In the first eight months of 1957, 
almost two-thirds of the companies’ increase in assets was invested in 
mortgages. In 1958 only about one-third was invested that way. 

During 1958 so far the companies increased their stock holdings by 
nearly $48 million. Included in this increase is the purchase by some 
companies of their own capital stock in connection with the mutualiza- 
tion of several large Canadian companies. 

Here are the increases (or decreases) in asset holdings of these 12 
Canadian life insurance companies: 


1957 
$000 
—19,420 
— 1,680 

7,492 
60,400 
146,430 
23,056 
14,000 
230,718 
—Lillian Millar 


1958 
$000 

32,630 
—11,674 
6,130 
68,505 
75,490 
16,780 


(1st 8 mos.) 


Government of Canada bonds 
Provincial bonds 

Municipal bonds 

Corporation bonds 

Mortgage loans 

Real estate 

Policy loans 


Total increase 42,573 





The 20 per cent figure was used 
for production costs from 1933 to 
1943 in Virginia, the Commission 
said, and raised to 25 per cent as 
a temporary measure during 
World War II. 

The Commission does not fix, it 
pointed out, the amount a com- 
pany pays to its agents. It de- 
cides only the portion of the pre- 
mium dollar it (the Commission) 
will allow as production costs. 

Finally, the Commission’s opin- 
ion stated, “the agents have no 
standing to take this appeal, be- 
cause the order appealed from 
does not adjudicate any of their 
rights. The Commission, in de- 
ciding on the rates to be fixed, 


considered that 5.5 per cent of the 
premium dollar was a reasonable 
allowance for administration ex- 
penses. Could an association of 
insurance company employees ap- 
peal from the order of the Com- 
mission on the theory that if the 
order had allowed 6 per cent for 
administration expenses the com- 
panies could afford to pay them 
higher salaries? If an associa- 
tion of insurance agents is en- 
titled to appeal an order fixing 
insurance premiums, it follows 
that any employee of a _ public 
utility is entitled to appeal an or- 
der fixing public utility rate sched- 
ules. If the appellants should suc- 
ceed on the present appeal, it would 
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mean that the public would have to 
pay higher insurance premiums; 
but the final judgment would not 
and could not require the insurance 
companies to pay higher commis- 
sions to the agents.” 


October 3—Bernard J. Daenzer, 

CPCU, president of Wohl- 
reich and Anderson, Ltd., New 
York, was elected president of the 
Society of Chartered Property 
and Casualty Underwriters for 
1959. 

The election concluded a three- 
day meeting and seminar of the 
society in New Orleans. Robert 
O. Young, Cleveland, and the late 
Alphonse Ragland, Dallas, were 
elected vice presidents. Accepting a 
recommendation of the nominating 
committee, the board of directors 
appointed Price M. McCulley, Ad- 
justment Company, Shreveport, as 
vice president in place of Mr. 
Ragland, who died September 15 
in an automobile accident. 


October 8—Archie M. Slawsby of 

Nashua, N. H., was elected 
president of the National Associ- 
ation of Insurance Agents at its 
62nd annual convention. Paul 
Jones of Tucson, Ariz., was 
elected vice president, and Hayne 
P. Glover, Jr., of Greenville, S. C., 
was elected executive committee- 
man for a three-year term on the 
Executive Board. 


ALC Supports 
Investment Tax 


October 9—Congress will hear 

“official” versions of both 
sides on the question of net in- 
vestment income vs. net income 
formulas for federal taxing of in- 
surance companies. 

The American Life Convention, 
meeting in Chicago, reaffirmed its 
faith in the net investment in- 
come basis and resolved “that it 
will endeavor to secure the enact- 
ment of legislation based on this 
true and historic principle.” 

But is also approved a state- 
ment by its Joint Committee on 
Federal Income Taxation “to de- 
velop and study bills on both ma- 
jor approaches, so that the Com- 
mittee may express its opinion 
relative to them, and to give 
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prompt and earnest consideration 
through a new subcommittee to 
the development of a solution or 
compromise measure... .” 

Earlier, the ALC heard Louis 
W. Dawson, president of Mutual 
of New York, defend the position 
of the 26 mutual life companies 
supporting the Congressional bill 
HR 13707 which embodies the net 
or total income formula. He 
called the proposed legislation 
“reasonable and workable under 
present conditions” and said it 
would end “the perennial uncer- 
tainty about taxes that has been 
a bugaboo for our entire business 
in the past.” 

In the same meeting, ALC dele- 
gates heard three other speakers 
for the net investment income ba- 
sis and one neutral but cooperat- 
ing. John Lloyd, president of the 
mutual Union Centra] Life, at- 
tacked HR 13707 as discrimina- 


tory against stock companies and 
tending to decrease taxes on the 
mutual companies while the Fed- 
eral Government is trying to in- 
crease its tax income from all life 
companies. 

Richard B. Evans, president of 
both the Life Insurers Conference 
and Colonial Life Insurance Com- 
pany, cited a resolution last 
month by the leaders of his group 
of 91 combination companies. The 
LIC special meeting on taxes 
pointed out: that the “total in- 
come” approach had been aban- 
doned in 1921 as unworkable; 
that the desirable competition be- 
tween stock and mutual life com- 
panies would be reduced if a 
serious tax advantage were im- 
posed on stock companies; that 
the LIC restates its “firm support 
of the net investment income for- 
mula.” 

Continued on page 76 





Company News: Reliance Buys Hoosier Casualty, 
Protective Life Ups Capital, Mutuals Affiliate 


Reliance, Philadelphia, has pur- 
chased over 95 per cent of the 
outstanding stock of The Hoosi- 
er Casualty, Indianapolis. It is 
not contemplated that Hoosier 
Casualty will be merged with 
either Reliance or its wholly- 
owned subsidiary, General 
Casualty of Wisconsin. 

Protective Life board of directors 
has voted to increase capital by 
$500,000 to be distributed to 
stockholders as a stock dividend. 
Present $10 par is recommended 
to be changed to $5, with cap- 
ital stock increased to $3,500,000 
represented by 700,000 shares. 

State Mutual Life of America and 
the Worcester Mutual Fire have 
announced an affiliation, first 
between a mutual life and a 
mutual fire company. Both com- 
panies will maintain separate 
operations with shared manage- 
ment of sales. 

Southeastern Fund and its sub- 
sidiary, Financial Life and 
Casualty of Columbia, S. C., will 
consolidate with American In- 
vestors Corporation, parent firm 
of American Investment Life, 
Nashville. 


Farm and Home Insurance, I[n- 


dianapolis, has been admitted 
to the State of Washington. 

Life Insurance Agency Manage- 
ment Association now has a 
membership of 311 companies 
with the admittance of three 
members and two 
members. 

United Life and Accident stock- 
holders have voted to increase 
outstanding capital stock from 
20,000 to 22,000 shares with par 
value remaining at $20 per 
share. 

Bankers National Life has de- 
clared a 5 per cent stock divi- 
dend paid to stockholders of 
record September 22. 

Manufacturers Life has been li- 
censed in Massachusetts. Com 


associate 


pany has been licensed in 28 
states, the District of Columbia, 
and Hawaii. 

United American Life has been 
licensed in Pennsylvania and 
Delaware and now operates in 
12 states. 

DIVIDENDS: Lincoln National 
Life, $.40 per share plus extra 
$.40 per share payable Novem- 
ber 1 to stock of record October 
10. Quaker City Life, $.75 per 
share payable October 14 to 
stock of record October 1. 





Insurance Facts on File 


For 57 years now the Insurance Society of New York has 
sponsored one of the most complete centers for insur- 
ance information, serving not merely one state or one 


nation but the whole insurance world. 


Here is the entrance to the Insurance Library at 107 William Street. N the heart of New York City’s in- 
A mail reference service is maintained for members anywhere. surance district is an insurance 


information center that has grown to 
serve many friends far beyond the 
narrow limits of Manhattan Island. 

The library of the Insurance Society 
of New York, now almost six decades 
old, holds records that go back to the 
earliest beginnings of all types of in- 
surance. Its members and supporters 
are from all parts of the United States, 
and its customers (those who call upon 
its extensive files for information) 
come from all parts of the world as well 
as from John, William, or Fulton 
Streets in New York. Books, clippings, 
statistical reports from many different 
sources are compiled and indexed to 
form one of the most extensive collec- 
tions of insurance information in the 
world today. 

In this special SPECTATOR “picture 
report” we present views and facts about 
the library itself as well as the people 
who run it and those who contribute 
to it. 

Begun as a miscellaneous collection to 
aid the educational activities of the So- 
ciety, the Library was formed when Miss 
Mabel Swerig was engaged to index and 
collect insurance facts and figures. 


Another view of the Library shows the portrait of 
Edward Rochie Hardy, secretary of the Insurance 
Society of New York for 40 years, under whose 
guidance the Library was established. 
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Among the Library's samples of ancient insurance history is this 
book of "Yearly Bills of Mortality" for 1657 through 1758 on which 
the earliest mortality tables were based. At right is the fireproof 


safe in which other irreplaceable volumes are kept. A modern 
collection of great interest is the Library's classified clippings of 
current information. 


The Library features many special collections. Dedicated this 
year was the Winter Marine section, by the Atlantic Companies 
in memory of William David Winter, former executive. Below, 
F. B. Tuttle, Atlantic chairman, Mrs. Winter, Arthur C. Goerlich, 
executive vice president of Society, and J. A. Bogardus, past 
chairman of Atlantic, dedicate the plaque in the marine section. 


wal 


The world-wide interest in the Library brought about this visit 
by a French delegation in 1951, shown above signing the quest 
book. Students from many countries study in the Society's educa- 
tional courses and learn to use the Library's facilities. 


At the ceremony which marked Miss Swerig's retirement in 1952 Miss Ruby 
Church presents her with a gift from the staff. Miss Church became librarian 
after Miss Swerig's retirement. Other staff members present are (from left) 
Louise Brown, Joan Lundy, and John Morrisey. 
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- On September |, Harry S. 

Weeks became librarian. He 

[a was formerly with the New 
York Free Library. 
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Test Your Skill in This..... 


Fire Underwriting Quiz 


How would you rate some of the structures shown on the 
maps on pages 33 and 34? Check the key on page 35, 
make your decisions. Then find the answers on page 42. 


Fo. good a fire underwriter 


are you? Why should one building 
be underwritten for only 50 per 
cent of the normal line while a 
similar structure rates a 25 per 
cent increase over the normal line? 
How can a building be exposed to 
other buildings on both sides and 
still receive favorable consideration 
for an increase over normal reten- 
tions? 

Here’s a chance to test your 
judgement against that of the 
home office fire underwriter. Using 
the following information and the 
two maps, find out if you can de- 
cide how the expert would settle 
these questions. 

All of this information and the 
two maps on pages 33 and 34 ap- 
pear in “Report No. 1: A Guide 
to Sound Fire Underwriting,” put 
out not long ago by the Sanborn 
Map Company. For the _ booklet, 
maps of actual city blocks—with 
all identifying names removed — 
were submitted to the chief under- 
writers of four prominent fire 
companies “well known for the 
soundness of their underwriting 
policies and their outstanding un- 
derwriting personnel.” 


32 


The chief underwriters’ decisions 
on the risks shown on the maps are 
stated in “lines” rather than in 
“dollars” although the booklet in- 
dicates the experts would probably 
have come up with similar dollar 
answers on each question. 

With the permission of the San- 
born Map Company, THE SPECTA- 
TOR has reproduced these maps 
from the booklet and prepared this 
quiz from the information provided 
by the chief underwriters. No cer- 
tificates or prizes will be given for 
either high or low scores on this 
quiz, and all answers should re- 
main the property of and in the 
possession of those undertaking 
the quiz and his or her immediate 
associates. 

In general, this game is to de- 
cide whether the designated blocks 
and specific properties shown on 
the maps on pages 33 and 34 should 
be underwritten for: the normal 
line, the regular amounts in the 
underwriting manuals; for a lower 
net retention than the normal line 
—lower by either 25 or 50 per 
cent; or for an increase over the 
normal line—up by 25 or 50 per 
cent. 


The key to all of the symbols on 
Sanborn maps appears on page 35. 
Many of these symbols do not ap- 
pear on the maps selected here, 
but except for the colors the key 
explains the marks on the maps. 

The colors on the map indicate 
the construction material for the 
building. Blue means stone, con- 
crete or cement block buildings; 
pink—tile or brick buildings; yel- 
low —frame buildings, or rated 
frame because of certain features 
such as large glass areas in front; 
gray—metal clad buildings. Green 
(on the “High Value” map)—fire- 
proof construction. 

Answers and explanations from 
the experts will be found on 
page 42. 


LOW VALUE COMMERCIAL 
BLOCK 
(Key map shows this block is 
within three blocks of fire sta- 
tion.) 
Question 1: Property at 3213 El 
Chase. Rated as a frame furni- 
ture store. Address indicates a 
frame restaurant exposure on the 
west and a frame _ ornamental 


THE SPECTATOR 





@rH 
(AWS) 





© 
N 
© 





October 





1958 





x< 
a 
LJ 
x 
LJ 
> 
uJ 
a) 


@TH. 
(AWS) 


75,000 GAL 
UNDERGROD. 
CISTERN 
10" WP. 


“ 


/2°W.P (AWS.) 





A.W.S.) 
8"WRP 








= 
~ 


7 


PRINTG 2NOD 


STEEL POSTS 
1ST 


WOOD POSTS 
ABV. 1ST 


"pale. 
im 
r ' 
a 


Yyee 
© 








~~ 


3S CARS 
TRUSS 
Fi 





a 
PRIV. |GARAGE 


caPc'y 


16 
] 
wooo 
CONC. 














7 - WG. SKYTS. 


- SAH 
. =~! 
2-5 a : ‘ 
Nols 
LIGHT wn 
ee 
Pa 
ais 
a" 6: 


\O 


- BUILT 1924 


MEG. 
Sth 
FR., FLS. & RF 


0. 
CURTAIN WALLS. 


SE ALL FLRS. 


Fire Proof 
REINF CONC. 
6"REINF. CONC. ¢ 


VP 50 


& 
TH. 
(AWS) 








$2'6" 








HIGH VALUE 
INDUSTRIAL BLOCK 











| 
| 


| 
37 |e 
PARKING } 
| 
| 


iN RFO 


AUTO 


4’ RAISE 





AUTO REP 
SPRAY PAINTG 
IN METAL BOOTHS 


Wood POSTS 
& TRUSSES 
CONC. FL. 
16-W.G. SKYTS. 


2 





* ecm | 








vs 
Ft h 
nd 


# 





& | 
& 
S 
4? 


é GAR. f 
Fire Proof Constr - BUILT (908 & 1927 
REINF. CONC. FR., FLS. & RF 


NT MFG.3RD he 








= 6” REINF. CONC. CURTAIN WALLS. 





aT 


VAC. 2ND 











SANSOME 


'WPIAWS 


12 




















LOW VALUE 
COMMERCIAL BLOCK 





























N 


USED AUTO | 




















3236 3244 3250 

















3226 3232 





3222 
3220 








EL CHASE @® 





7q 


32/6 








3208 = 3212 











3200 








Sail 
-" ‘Sceace or FtGY 


100 


‘ 0 
100 75 50 40 30 2010 — 


Copyright 1958 by the anborn Map Co 








THE SPBRCTATOR 





iron works on the east. Exposures 
indicate underwriter would ex- 
pect to reduce his normal] line on 
such a property by 50 per cent. 

From the information on the 
map, would you reduce your re- 
tention on that property by 50 per 
cent? Or would you write it as a 
normal line? Or would you con- 
sider raising your retention by, 
say, 25 per cent? 


Question 2: Property at 3221 El 
Chase. This frame paint store 
and glass shop would be rated 
about 25 per cent less than the 
normal line, without the informa- 
tion from the map. It is exposed 
again by the ornamental iron 
works and another restaurant. 
Glass and paint are usually con- 
sidered particularly susceptible to 
exposure fires. 

From the information on the 
map, would you underwrite this 
property at the full normal line? 
Would you reduce the retention 
by 25 per cent? Would you in- 
crease the retention by 25 per 
cent? 


Question 3: Property at 3267 El 
Chase. Here’s a normal “C” class 
auto sales and service building. 
Would you write it as a normal 
line? Would you increase reten- 
tion as much as 25 per cent? 
Would you reduce your normal 
line here by 25 or 50 per cent? 


Question 4: Southwest corner of 
3rd Street and El Chase, includ- 
ing 3271 and 3277 El Chase. This 
rates a normal bakery line. The 
risk is divided into three sections, 
communicating through unpro- 
tected openings. 
With the map’s 

would you underwrite this at 25 
per cent above the normal line? 
Would you spot additional haz- 
ards to justify taking off 25 or 50 
per cent below the normal line? 
Or would you write it as a normal 
line? 


information, 


Question 5: Dwellings in south- 
ern half of this block. They are 
in this commercial or mercantile 
neighborhood. 

Would you underwrite these 
dwellings at the full line for such 
structures in this area? Or would 
you reduce the retentions on 
them? 
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fire proof construction 
(Om FINE RESISTIVE CONSTM) 


Adobe building 
Stone building 


Concrete, lime, cinder or 
cement brick 
Hellow concrete or cementblock constn 
Concrete or reinforced concrete constn 
Tile building 
Brick building with frame cornice 
” stone front. 
” » frame si 
(DIVIDED BY FRAME PARTITION) 
Brick veneered building 
» andframe building 
Frame building, brick lined 
” metal clad 
Frame building 
Iron building 


Tenant building occupied by 
various man acturing or occupancies 
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FRAME,BRICK UNED 
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Fire wall 6 inches above roof 
Me ae ae te 
a whe 


txvuent 
THeee 
Worvuent. 
- 0 3 @ o..« 
Figures 8.12.16 indicate thickness 
of wall in inches 
Wall without opening and size ininches 
2 34s, ub 
Opening with single iron or tin clad door 
» » doubleiron - + doors 
»  » standard fire doors 


Openings with wired glass doors 
Drive or passage way 


Stable 
Auto. House or private garage 


~~ PATRI O™ ~ 


Solid brick with interior walls of 
C.B.or C.B and brick mixed 


Mixed construction of C Band brick 
with one wall of solid brick 

| Mixed construction of C.B and brick 
with one wall faced with 4° brick 
Mixed construction of C 
and brick throughout 
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Frame building covered with asbestos 


WANSARD AO) 


S KEY 4 


TS ae WINGS, 
‘STEMS INDICATE STORIES, : 
| COUNTINGFROMLEFT | 


[E} Open elevator 
Frame enclosed elevator. 


E8E7 Concrete black enclosed elevator with traps. ‘CS iron chimney 
{TESG Tile enclosed elevator with self closing traps. Cywrrwsmns asnesrond] 
[BE/Brick enclosed elev.with wired glass door Oi) Brick chimney. 


@ Automatic chemical sprinklers. 


® (MOTE UNDER SYMBOL INDICATES PROTECTED PORTION OF BulLOinG) 


w 


& Not sprinklered 


Wall with openings on floors as designated. fae Outside vertical pipe 


® Fire alarm box 

@ Single wa 
2H@ Double - 36 
™m® Triple 
“@ Quadruple hydrant of the High Pressure Fire Service” 

® Fire alarm box of the High Pressure Fire Service” 


= 02 ler recy Water pipes ofthe High Pressurefire Service 
> s¢6°3 ¢ o 


—L222£_., Water pipes and size ininches 
SMALE (74/072. Water pipes of private supply 


D 


Ocre Vertical pipe or stand pipe. 9 4) g d 
FA Automatic fire alarm Ce hea 


Brick building with brick or metal cornice. 1EP independent electric plant 








Window opening in first story 
Window openings in second and third stories 


Window openings in second and fourth stories 
Windows with wired glass. 

~ Windows with iron or tin clad shutters 
% | Window openings tenthto 


ET twenty-second stories ; 
Sy é 
ak 2 


= = = = gi 


SET WEN BLOCK LINES, 
OT CURS LINES) 


»  withtraps 
» self closing traps 


@) Ground elevation 
vP8 Vertical steam boiler. 
6rO Gasoline tank 


Block 
number. 


Siamese fire dept 
connection 


Automatic sprinklers KO Saye fire dept 
connection 


Automatic sprinklers in part of building only. 


omy 


Reference to 
74 adjoining 
page 


Fire engine house, 
+ as thewe on key map 
@ Fire pump 
Under page number 
refers to corresponding 
page of previous edilion 


s on fire escape 


7 * and hydrants of the 
“High Pressure fire Service’as shown on key map 


House numbers shown nearest to buildings are 
$3 official or actually up on buildings 
Old house numbers shown furthest from buildings 








COLORS: Green (on “High Value’’) 
concrete or cement block buildings. 
frame or frame-rated buildings. 


Pink 


HIGH VALUE INDUSTRIAL 
BLOCK 

(Key map shows this block to be 
34 mile from the fire station and 
in a city with a National Board 2 
grading.) 


Question 6: All buildings in this 
block. They are all occupied by 
light industrial and manufactur- 
ing concerns. 

From the and sur- 


consider 


structures 
roundings, would you 
underwriting each building for 
the full line it is entitled to? Or 
would the quality of the block 
allow you to consider raising the 
norma] line by 25 per cent? Or 
are the hazards in the area such 
that your underwriting should be 
25 or 50 per cent below the nor- 
mal line? 
Question 7: Property at 33-37 
Devereux. This private garage 
might give some qualms to the 
underwriter. 


means fire-proof construction. 


is 


shows stone, 
Yellow are 


Blue 


on tile or brick buildings 


Gray means metal clad portions or buildings 


Would you consider it at the 
normal line? Or are there other 
factors that would make you drop 
your retention below the normal 
line by 25 per cent? Or are there 
favorable considerations to make 
you take a line and a quarter or 
a line and a half on this risk? 


Question 8: Maximum liability on 
this block. An underwriter al- 
ways keeps in mind the total 
amounts that should be written in 
a certain area as a guide to deci- 
sions on particular properties 
there. 

Would you consider that the 
factors here allow you to double 
the maximum liability that could 
be written in the block? Or 
should you keep that liability at its 
normal limit? Or does the block 
deserve 25 to 50 per cent less 
than the normal limit on lia- 
bility? 


Turn to Page 42 for Answers 
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An Answer to Inflation: 


Purchasing Power Policies 


Although the variable annuity question has not been settled yet, this well 


known actuary and SPECTATOR contributor suggests a variable life in- 


surance contract to combat the declining value of the dollar. 


| ee terms “variable annui- 


ties” and “varying income” are 
familiar now to all American actu- 
aries and many others. The pro- 
gram was clearly set forth by offi- 
cials of the Teachers Insurance and 
Annuity Association toward the 
end of 1951.! The College Retire- 
ment Equities Fund (CREF) was 
established, separate from the 
TIAA except for control at the top 
level. This fund was described as 
“a new method of providing retire- 
ment income through periodic in- 
vestment in common stocks and the 
payment of a variable, or unit, 
annuity in combination with a tra- 
ditional fixed dollar annuity.” The 
chief purpose of this ingenious 
plan is to counteract the “built-in 
inflationary bias” of our economic 
system. 


Legislation Being Proposed 

While this plan was chiefly lim- 
ited to college professors and their 
families, there have been recent 
endeavors to enable the general 
public to obtain similar contracts. 
Legislation has been brought for- 
ward in New York State, New Jer- 
sey, Texas, Maryland, District of 


36 


By WALTER G. BOWERMAN 


Assistant Actuary 
New York Life Insurance Company 


Columbia and New Hampshire 
planned toward this end. It passed 
in the District of Columbia. One 
of the very large life insurance 
companies has announced that it 
aims to sell variable annuities soon 
after the enabling legislation has 
been passed. These endeavors have 
to do with annuities. 

The chief purpose of the present 
article is to outline a somewhat 
parallel method applicable to life 
insurance contracts, so as to coun- 
teract inflationary influences. 

We are living in a transition pe- 
riod, a time of world revolution 
(social, economic and_ political). 
Everywhere the shift has been to- 


Note: Mr. Bowerman's articles in THE 
SPECTATOR date back to October 1945, 
when he wrote on "Inflation and Life Insur- 
ance." He has interest in many subjects, 
in addition to his 40 years as an actuary. 
He has published papers in biology, medi- 
cine, economics, finance, as well as mathe- 
matics. The Conference of Actuaries in 
Public Practice has asked permission to pub- 
lish a more complete version of this paper 
on "Purchasing Power Policies." 


ward the Left and away from hard 
money policies. Many hope that 
hard money policies will really re- 
turn through the efforts of the fed- 
eral administration. At best it will 
be a long process. 

The Economist (magazine) of 
London, England, writes that infla- 
tion is here, cannot be avoided and 
we should learn to live comfortably 
with it. “Here is a remarkable 
fact: The ‘real’ rate of interest on 
bonds (short or long term) is nega- 
tive. An investment accumulating 
at 5% compound loses purchasing 
power, because prices rise by more 
than 5% compound. National sav- 
ings bonds should be issued, at par 
or above, payable according to the 
movement of the cost of living in- 
dex. This would encourage savings 
and thus be deflationary, and not 
inflationary as might at first ap- 
pear.” 

The high rates of surrender un- 
der endowment policies at the later 
years of duration have been due in 
large part to inflation. Such infia- 
tion is encouraged by wars and 
even rumors of wars. It was defi- 
nitely sponsored by the Truman 
administration and has continued 


THE SPECTATOR 








4 








of L 























J 


L@ 


Interest at 
_—_ (1.025) * 

















| 
| 
| 


| 


p. 343-4 Vol.4 T.S.A-Duncan 
1 | | 








50 
1880 1890 1900 1910 


since then due to the high employ- 
ment economy which seems a well 
established feature of U. S. A. to- 
day. 

The National Airlines Ine. 
(U. S. A.) now has a pension plan 
geared to the cost of living. Kid- 
der, Peabody and Co. has a pension 
plan which uses common stocks as 
a cushion against inflation. The 
TIAA plan is familiar. The Sud 
America Life of Chile has a new 
life insurance policy in which the 
face amount varies each year with 
the cost of living index and so does 
the premium. 


Real Estate, Common Stocks 

As hedges against inflation we 
know of personal investments in 
(a) real estate, (b) common stocks 
and (c) household furnishings. For 
these often increase in value as the 
general level of prices rises. 

In studying the purchasing 
power of the dollar, we have noted 
that all the sharp drops have been 
during wars and soon thereafter. 
The present low level is a sequel to 
World War II; the continued “cold 
war” may result in keeping that 
purchasing power at a low level. 
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1920 


1930 1940 1950 


After studying the curve of pur- 
chasing power since 1800, we find 
it hard to see how any marked 
increase can be expected for many 
years to come. 

If we are willing to face the 
truth for ourselves, we must admit 
privately that life insurance and 
pension funds as now issued are 
something of a gamble in so far as 
the proceeds have any definite fore- 
seeable purchasing power. Let us 
face it! We don’t have to look at 
France, China or Germany. Even 
salary scales are equally vulnerable 
as to true value to the consumer! 
In view of the history and present 
outlook (“prognosis’’), it seems 
reasonable to assume a 21% per cent 
increase in cost of living and ar- 
range a life coverage plan accord- 
ingly. 

It does not seem to be a gamble 
or a “shot in the dark” any more 
than does the guess as to future 
interest And the present 
contracts are quite a “gamble” at 
that, meaning that no one can teil 
in advance what the relative pur- 
chasing power will be at maturity. 

To combat a severe inflation, the 
Sud America Life of Santiago, 


rates. 


Chile, recently introduced a new 
life insurance contract. It provides 
a face amount which varies each 
year with the economic climate as 
measured by the official cost of liv- 
ing index for the city of Santiago. 
The premium rate per 1000 insured 
remains constant to the end of the 
sixth policy year. It is then in- 
creased for age. It is further in- 
creased at the end of each three- 
year period thereafter until age 70, 
after which it remains constant. 
The face amount is adjusted yearly. 
When the face amount is increased 
or decreased, the corresponding 
premium is also adjusted. The pol- 
icy is basically a three-year renew- 
able term policy until age 70. 
Thereafter, it begins to resemble a 
permanent form of insurance, as 
the premium rate per 1000 re- 
mains constant. However, the face 
amount and the corresponding pre- 
mium continue to vary with the 
cost of living index. Non-forfei- 
ture values are not provided. There 
is little need for until 
after age 70. 


reserves 


Degrees of Inflation 


Mr. B. T. Holmes in his presi- 
dential address to the Society of 
Actuaries (Nov. 1952), spoke of 
three different degrees of inflation: 

1. Inflation at less than the rate 
of interest, as from Henry VIII 
(1491-1547) to the year 1945. A 
savings fund would increase in 
value with time, when value is ex- 
pressed in goods and services. 

2. Inflation at more than the 
rate of interest. This was the case 
from 1945 to 1952 inclusive. A sav- 
ings fund would decrease in value 
with time, when measured in goods 
and services. 

3. Inflation at such a rate that 
the ordinary markets for mer- 
chandise are destroyed. (Germany 
in 1923 China recently.) A 
savings fund would lose its entire 


and 


value in goods and services. 

He concluded that 
among the enemies of 
insurance. 


inflation is 
worst life 

In past years we have been ac- 
customed to long-time alternations 
between inflation 
(b) depressions. 


(a) periods of 
and economic 
When we have found ourselves in 
either of these ups and downs of 
Continued on page 60 
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All Lines Groups Write Fifth of - 


Premiums 


Assets Reserves 


(in Billions) 


All Industry Estimates $30 
(from December 1957 Spectator) 


Aggregate 51 All Lines Groups 
(see table on page 78) 


Mw insurance people will 


be surprised at the number of mul- 
tiple line (or all lines) units that 
are now providing complete insur- 
ance coverage in this country. 
Some authorities have stated that 
there are approximately 100 such 
combination units. THE SPECTATOR 
is presenting in this issue a table 
containing 51 groups of companies, 
each of which offers complete per- 
sonal and property protection. A 
supplementary list includes several 
more groups for which figures were 
not available. 

The table on page 79 shows that 
these 51 groups of companies have 
aggregate assets of over $16,406,- 
000,000 as of December 31, 1957. 
Their aggregate reserves total $8,- 
709,000,000; and they had a com- 
bined premium income in 1957 of 
$5,891,000,000. The reserves of 
these companies, which total about 
150 or approximately three to a 
group, was 52.4 per cent of their 
assets. It may be noted that the 
ratio of unearned premiums to the 
assets of fire insurance companies 
as of December 31, 1957, was 34.8 
per cent and that the ratio for 
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$5.9 


By T. J. V. CULLEN 
Editor 


casualty companies was 44.2 per 
cent. Reserve of life insurance 
companies were 81.5 per cent of 
their assets. 


Premiums 67% of Reserves 


The table also shows that the 
total premiums of the all lines 
groups were 67.6 per cent of their 
reserves as of December 31, 1957. 
On the same date, the net pre- 
miums written of the nation’s fire 
companies were 116.4 per cent of 
their unearned premium reserves. 
The ratio of premiums written to 
unearned premium reserves of the 
casualty companies was 185.5 per 
cent. The premiums of the life 
companies were 15.9 per cent of the 
policy reserves. 

The figures seem to indicate that 
while the property companies are 
taking the lead in the trend to com- 
plete underwriting, the size of the 


$130 


$16.4 


$118 


$8.7 


life insurance companies involved 
are large enough to have major in- 
fluence on the aggregate statistics. 

The table further shows pre- 
miums for the ten largest lines as 
a percentage of the total premium 
writings for each group ranked 
from one to ten as to volume. This 
part of the table indicates that 
there are 15 groups whose main 
line is automobile liability, three 
lead with group accident and health 
business, nine whose leader is ordi- 
nary life insurance, 12 automobile 
physical damage, six fire insurance, 
and one group in which group life 
insurance ranks first. 

There are 11 groups whose lead- 
ing line accounts for over 50 per 
cent of their total business. The 
leader line of five represents be- 
tween 40 and 49 per cent of their 
total business; of nine, between 30 
and 39 per cent; of 15, between 20 
and 29 per cent; and of five, be- 
tween 10 and 19 per cent of the 
total business written. 

When one considers the long 
taboo in this country on any kind 
of merging of life and property 
underwriting organization, it is 
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U.S. Premiums 


amazing to note the great growth 
in this revolutionary practice of all 
lines underwriting. 

In England and on the Conti- 
nent, the practice of one company 
writing every class of insurance 
has centuries of practice behind it. 
In America, while the records indi- 
cate that some companies late in 
the eighteenth and early in the 
nineteenth accepted all classes of 
risks, there was never an organiza- 
tion that gained momentum or size 
in multiple line underwriting. 

The Aetna, founded in 1819, may 
be considered an exception. The 
company accepted fire, marine and 
life proposals during its early 
years. But in 1853 the life busi- 
ness of the Aetna was incorporated 
as a separate entity under the title 
of the Aetna Life Insurance Com- 
pany. That the American compa- 
nies did not follow the pattern of 
the British may be founded on a 
difference in the inherent aspira- 
tions of the two peoples. 

In England, life insurance was 
secondary to the annuity device 
which was designed to give the 
aging a way of life. In Europe, 
where civilization was ancient, in- 
heritors were mostly given incomes 
—while in America there were no 
old established families or estates. 

In America the devotion to inde- 
pendence, too, was the inspiration 
which gave impetus to a type of 
insurance tailor-made to continue 
the family as an integral self-sup- 
porting unit and not as a state 
charge. The first ambition of an 
American was to house his family 
in a home owned by himself and 
then to provide money for its 
maintenance though death might 
claim him. 
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Fire insurance and marine insur- 
ance were accepted as the respon- 
sibility of a property owner. Its 
coverage was initiated by the 
buyer. The fire insurance agent 
was an inside man, therefore, and 
not an outside salesman. Like re- 
ligion, life insurance and its benef- 
icences, while almost universally 
accepted as necessary to one’s peace 
of mind and a happy life to come, 
had to have active and persuasive 
missioners to preach its doctrine. 
Men accepted the value of the one 
to their spiritual well being and of 
the worth of the other to their ma- 
terial well being, but they must 
have someone move them to accept 
the sacrifice entailed in securing 
either. 

In any event, while life insurance 
and annuities have been offered by 
American companies since before 
the Revolution, there was no real 
drive to make life insurance a con- 
tender as the family hedge against 
death until the middle of the last 
century. From that period till 
shortly after the close of the nine- 
teenth century, property and life 
insurance developed through sepa- 
rate—even contrasting—organiza- 
tions. The agents of life insurance 
were vigorous canvassers. The 
agents of fire insurance were con- 
servative business providers of 
property protection. 

Insurance of all kinds prospered 
during the 19th century in Amer- 
ica. Owners of life and property 
found a form of insurance policy to 
provide financial assistance against 
every type of destructive force. 
Fire, marine and life insurance 
were supplemented by liability, tor- 
nado, accident and health insur- 
ance, and surety and fidelity bonds 


to name the leading new coverings. 

The companies experienced great 
growth largely unrestricted by 
legislative controls. Their execu- 
tives became prime factors in the 
world of banking and industry. As 
a matter of fact they became so im- 
portant that legislative leaders be- 
came interested in how they and 
their policyholders might be pro- 
tected fast from the avaricious and 
the manipulator. 

By coincidence when the day of 
re-appraisal came shortly after 
1900 and new codes for state in- 
surance supervision were being pre- 
pared, two occurrences dictated 
long continuance of the separate 
courses pursued by the fire and life 
institutions. First came the earth- 
quake and conflagration in 1906 in 
San Francisco after earlier devas- 
tating fires in 1904 in Baltimore 
and in Boston. 


Isolated from Property Claims 


Then life insurance men and 
state legislators, who were then 
writing laws to govern insurance 
procedures for years to come, de- 
cided that life insurance protection 
should not be at the mercy of the 
bankrupting claims that were 
forthcoming from the catastrophic 
property destruction. 

Also, in 1906, following the 
Hughes Investigation, the Arm- 
strong laws were being written for 
New York State to be the pattern 
of most state insurance codes. The 
fire companies had not been sub- 
jected to criticism in this investi- 
gation and their managers with 
due virtue were determined that 
their reputation would not be 
touched by contact with life insur- 
ance. So legislation was enacted 
which decreed separate ways. 

The New York laws prevented 
life insurance companies from 
writing fire insurance or owning or 
operating fire or casualty insurance 
companies. Fire companies, while 
prevented from writing life insur- 
ance, were not prevented from own- 
ing stocks in life insurance compa- 
nies. The so called “grandfather’s”’ 
clause enabled the Traveler’s and 
the Aetna Life to continue writing 
such casualty lines as they then 
underwrote. But even with such 
latitude, Traveler’s and Aetna Life 

Continued on page 79 
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Insurance Companies Could 
Stop Ambulance Chasers 


A prominent trial lawyer answers 


frequent complaints against ambu- 


lance chasing, high jury awards, and 
defends present court system. 


() FTEN—almost regularly — 


you hear the charge that bar asso- 
ciations should restrain ‘“over- 
enthusiastic” lawyers who solicit 
injured clients even before they 
have been admitted to a hospital. 
Most recently Edward P. Gallagher, 
general counsel of American States 
Ins. Co., suggested this in his 
speech before the American Bar 
Association in Los Angeles in 
August. 

In Illinois we have enacted a 
criminal statute as against lay 
chasers not subject to bar discip- 
line. And our bar associations 
should be much more vigorous 
than they are in the prosecuting 
and hearing of such cases. 


Who Perpetuates Them? 


But who perpetuates the am- 
bulance chasers? It is the insur- 
ance companies _ themselves. 
Twenty years ago I tried to get 
the casualty companies of this 
country to take united action to 
stamp out this evil. But I was 
told that they were not interested. 
They could settle more cheaply 
with the shyster wholesaler than 
with conscientious attorneys. A 
shortsighted view, but there it is. 
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By JOHN ALAN APPLEMAN 
Urbana, Ill. 


With the resources at their com- 
mand to investigate after the fact 
and to learn how that law business 
was obtained, the companies could 
easily put a stop to ambulance 
chasing. Why don’t they do it? 


Referred Cases 


The fact remains that the top 
flight trial lawyers — many of 
those who make substantial in- 
comes — are not ambulance 
chasers. They do not solicit cases; 
they turn away many. Their rep- 
resentation is, primarily, at the 
behest of family attorneys who 
recognize their own limitations in 
handling trial matters for injured 
clients. A conscientious attorney 
wants the best possible repre- 
sentation for his clients. 

Mr. Gallagher seems to have a 
gripe against lawyers. The na- 
tional average income of lawyers, 
he mentions in his talk is around 
$10,000—but unfortunately, says 
Mr. Gallagher, some make more. 
And they make it from insurance 
companies. And that hurts be- 
cause Mr. Gallagher is in the in- 
surance business. 

He does not tell us what the 
average income is for defense 


counsel. Most attorneys who are 
trying cases for plaintiffs started 
out as defense counsel but have 
moved gradually to the other side 
of the fence in wanting to climb 
the $10,000 barrier to join their 
plumber, steelworker and skilled 
laborer friends. Insurance com- 
pany clients, they find, are not 
always open-handed in rewarding 
their own counsel. 

Some attorneys make excellent 
incomes. So do some doctors, 
manufacturers, and insurance ex- 
ecutives. If they do it by hard 
work, ingenuity, and skill, we com- 
mend them for exceeding the 
average. If persons make large 
incomes through dishonest prac- 
tices—whether they be lawyers, 
doctors, manufacturers, or insur- 
ance executives — we condemn 
them. 

Mr. Gallagher’s speech contains 
so many factual errors that it is 
almost impossible to cover each 
in detail. It amounts to a whole- 
sale impeachment of plaintiff’s 
lawyers, courts, juries, and bar 
associations. Let us pick out, then, 
a few high spots and seek to cor- 
rect them. 

Mr. Gallagher, in speaking of 
the fabulous incomes of some law- 
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yers, talks about “one group of 
defendants.” Let us strip away 
the camouflage. He is not talking 
about insurance companies at all. 
He is speaking of F.E.L.A. (Fed- 
eral Employers Liability Act ) 
cases against railroads. 


Practice Condemned 

Now those practices are subject 
to criticism. The officials of cer- 
tain Brotherhoods have been hir- 
ing designated attorneys to rep- 
resent the members of that or- 
ganization when injured. Such 
attorneys get almost all those very 
lucrative cases, and usually kick 
back a percentage of their fees 
either to the Brotherhood or to 
one of its officers. 

That is, of course, an improper 
practice. The American Bar As- 
sociation has compelled the cessa- 
tion of this practice as of July, 
1959. It should be sooner, but 
that step is in the right direction 
—and strict policing measures 
should be employed to be certain 
that this mandate becomes ef- 
fective. 

Mr. Gallagher’s statistics are 
no more accurate than are his 
opinions as to the value of trial 
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Mr. Appleman has been 
president of the Federation 
of Insurance Counsel. Also 
he has authored several 
books including “Insurance 
Law & Practice” (25 vol.). 


lawyers. For example, he refers 
to an unnamed Midwestern city 
having 3500 lawyers. He says six 
firms controlled 1800 cases which 
was 65 per cent of such cases 
pending in the courts of that city. 
That would mean that only 2726 
personal injury cases total were 
on file in Cleveland—that being 
the city he’s referring to. I’ll bet 
Mr. Gallagher a bottle of the best 
bourbon that they’ll come closer 
to 27,000 total cases there. 


Shysters on the Fringe 


Mr. Gallagher assumes that all 
ambulance chasers become rich. 
In this he is in error. Most shy- 
sters are upon the financial 
fringes of the profession although 
a few wholesalers, particularly in 
F.E.L.A. cases, have done real well 
—money-wise. But in assuming 
that no honest, able, skilled law- 
yers of high standards are above 
the national income average, Mr. 
Gallagher sight of the 
Choates, Strawns, Ruckers, and 
hundreds of other successful coun- 
sel, some of whom spend all their 
lives in the courtroom and some 
of whom never try a lawsuit. 

If there were less passion and 


loses 


more of reason in the speech, it 
might stimulate useful action. I 
for one would like to see vigorous 
and united action taken to stamp 
out ambulance chasing—and the 
insurance companies, which ac- 
quire the necessary information, 
should be vigorous in the fore- 
ground of those actions. 


Injured Needs Counsel 


That is fine. But Mr. Gallagher 
throws into one vast Mulligan 
stew his diatribes against law- 
yers, courts, juries and claims 
costs. For example, it is contend- 
ed that under a commission sys- 
tem to handle automobile cases, 
similar to workmen’s compensa- 
tion commissions, costly trials 
would be ended. May I ask, “Who 
would represent the injured be- 
fore the tribunals?” When the 
insurance company would be de- 
fending, employing a_ seasoned 
veteran to represent its interests, 
should we not also be sure that 
the claimant gets every dime that 
is coming to him? The layman 
who goes into such a_ hearing 
with no knowledge of the law, no 
preparation of the facts, no actual 
witnesses, and no techniques for 
handling evidence may emerge 
bloody but unbowed, but also un- 
paid. 


Commission System in Illinois 


We have a simple (it is said) 
commission system in Illinois for 
workmen’s compensation 
Instead of one jury trial, these 
cases frequently require four 
hearings and several years of de- 
lay—while the case passes from 
arbitrator to commission to cir- 
cuit court to Supreme Court under 
some of the most technical pro- 
cedures the legislators could de- 


cases. 


vise. 

A dispassionate study made by 
skilled students of the law found 
that: 

“The workmen’s 
system does not, as so widely sup- 
posed, automatically bring about 
a reduction in operating expenses 
—in Illinois the employers’ liabil- 
ity system costs less per dollar of 


compensation 


Continued on page 55 
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An 
appraisal 


will 
protect 

you, 

too! 


With inflation so consistently adding 
to the insurable values of your client’s 
properties, the insurance you sold even 
one year ago may not be enough to 
give proper protection today. 

Should a fire occur, your client 
might lose a substantial amount of 
money. You might lose future business. 


How to get a client to buy the 
greater protection he needs? 

One effective way is to recommend 
Continuous American Appraisal Serv- 
ice®. Your client will receive periodi- 
cally up-to-date valuations of his 
insured plant assets, reflecting phys- 
ical changes as well as fluctuations in 
value. Any shortage in insurance will 
become readily apparent. Both you 
and your client will be working from 
facts that will stand investigation, 
assembled by the 63-year leader in 
the field. 

American Appraisal reports for your 
clients are good protection for you. 


LEADER IN PROPERTY VALUATION 


The 
AMERICAN 
APPRAISAL 


Company® 


Home Office: Milwaukee 1, Wisconsin 
Offices in 18 cities coast-to-coast 
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Answers to Fire Underwriting questions 
on pages 32 and 35 


LOW VALUE COMMERCIAI, 


_ BLOCK 


1..Property at 3213 El Chase. 
You are able to increase retention 
here by 25 per cent above the nor- 
mal line. 

Although it is exposed on both 
sides, there is a 20-foot separa- 
tion on one side and a 5-foot sepa- 
ration on the other. The building 
may be rated frame because of 
large frontal glass area, but ac- 
tually it is largely reinforced con- 
crete block construction with 
steel beams. This actual construc- 
tion borders on “C” class so that 
the underwriter would be justi- 
fied in increasing his net to half- 
way between “C” and “D,” or 25 
per cent above the normal line. 

2. Property at 3221 El Chase. 
Despite the unfavorable rating, 
you can increase retention here 
by 25 per cent. 

The 
concrete block. 


partially 
It has a blank, 
reinforced wall between it and 
the iron works. Also there is a 
10-foot separation from the res- 
taurant. The nearby double hy- 
drant on a 12-inch main and a fire 
station within three blocks over- 


construction is 


| come the unfavorable exposures 


mentioned. 

3. Property at 3267 El Chase. 
This can be favorably regarded 
for an increase in retention up to 
25 per cent. 

The structure is unexposed and 
only one story high, so that a fire 
could be fought from any side. 
Also it is reinforced concrete 
block construction with steel 


| trusses and pilastered walls. The 


| fact that the 


“C” class repair 
shop is located 22 feet away from 


| the main building also improves 
this risk. 


| Street and El Chase, 


| 
| 


corner of 3rd 
including 
3271 and 3277 E] Chase. Because 
of the facts shown on the map, 
you can increase your normal 
bakery line by 25 per cent. 


4. Southwest 


There are unprotected open- 
ings, but the fact that each sec- 
tion is parapeted, that it has steel 
trusses and pilastered walls make 
it unlikely that a fire would sweep 
through all sections. Also the 
parking lot allows a fire here to 
be fought from all four sides. 

5. Dwellings in southern half 
of block. These can be underwrit- 
ten at the full line normal for 
this area on residences. 

Even though this is a commer- 
cial area, each of these dwellings 
is far enough removed from the 
mercantile buildings so that they 
do not constitute multiple expo- 
sures. 


HIGH 
BLOCK 

6. All buildings in this block. 
Each of these buildings can be 
written on its own merits for the 
full line it is entitled to. 

The 75,000 gallon underground 
cistern is a favorable factor for 
the area. Also the 8 in., 10 in. and 
12 in. mains are on separate sys- 
tems and the hydrants are suffi- 
cient. There are proper fire walls 
between all structures. Exposing 
windows are either of wire glass 
or have iron clad shutters. 

7. Property at 33-37 Devereux. 
You would be justified in consid- 
ering this risk at one and a half 
times the normal line. 

In addition to the other favor- 
able factors mentioned for ques- 
tion 6, this property is divided by 
a fire wall with double non-stand- 
ard fire doors. 

8. Maximum liability in this 
block. The normal limit for maxi- 
mum liability could be at least 
doubled for this block. 

There is excellent fire protec- 
tion here. Also the buildings con- 
tain a number of favorable con- 
struction features. In addition 
the two fireproof buildings stand 
higher than the adjoining struc- 
tures and separate the ordinary 
brick buildings. 


VALUE INDUSTRIAL 
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Again New York Life agents set a record 
with 417 seats at the Million Dollar Round Table! 


For the fourth consecutive year, New York Life 
leads all other companies in the number of agents 


receiving this high industry honor. on 
pica YORK Uipe AGE 
YOur COMMUNiTy NT 


It’s another banner year for New York Life with 417 of the ie 
: OOD MAN BE 
TO kno 


Company’s agents earning recognition at the 1958 Million 
Dollar Round Table—and to each and every man who qual- 
ified for this high honor go our heartiest congratulations. 


We’re proud of this record of continuous leadership. We 

feel it offers convincing evidence of the sincerity and enthu- N We k Life 
siasm with which our agents serve their clients. We also Cw or e 
believe that it is a good indication of the growing popularity Insurance Company 
of New York Life’s modern policies and of the effectiveness 
of our Advanced Training Program. Most of all, it demon- 
strates why we say ““The New York Life agent is not only a citi nina Sale ocean eeenen 


? 


good man to know—but also a good man to be! 


51 Madison Avenue, New York 10, N.Y. 


Life Insurance « Group Insurance « Annuities « Accident & Sickness Insurance + Pension Plans 


October 1958 
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DATA PROCESSING SYSTEM 


@ First of IBM’s line of fully transistorized data processing systems is the new IBM 7070—the 
most powerful and completely balanced system in the medium-scale computer field. It com- 
bines, for the first time in a solid-state system, higher storage capacity, faster computing 
speeds, new high-speed input-output units and a complete programming system. In short, 
the IBM 7070 gives more performance per dollar than any system in its class. 


The SYSTEM: Transistor design lowers initial cost, minimizes cooling 
power and maintenance needs. “Building block” design grows as you grow. 
Other exciting features: IBM 7070 “reads,” “writes,” computes simultane- 
ously; provides “automatic priority processing” for most economical use 
of system time. Ninety-nine built-in indexing words—more than in any 
other system—mean fewer operating instructions, faster, simpler pro- 
gramming. RAMAC® files provide immediate access to data. 


The SERVICE: Unmatched IBM systems know-how is part of every 
IBM 7070 “package.” From education of your personnel to top-notch 
service engineering, from program planning to testing—IBM men and 
methods stand by you to assure profitable operation as fast as possible. 
In addition, with the IBM 7070 you will receive a library of advanced 
programs at no extra cost! 


The SAVINGS: Major design breakthroughs make possible lower lease 
or purchase prices, lower operating costs. For example, the IBM 7070 
will sort at least 30% more economically than other computers. And 
equally important are the savings you make through added efficiency and 
more complete management information with the IBM 7070. 
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For further information, call your local IBM 
representative. Ask for free booklet, “IBM 7070.” 
Or write: International Business Machines Cor- 
poration, 590 Madison Avenue, New York 22, N. Y. 
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“You can break the payroll audit barrier too if you write your comp with Bituminous.” 


Get service, get with Bituminous! 


For protection against credit losses and for prompt information on 
commissions due, the agent who writes workmen’s comp needs 
Bituminous’ johnny-on-the-spot payroll audit service. This is one 
of the plus bonuses — like topnotch engineering and loss 
adjustment — when you’re doing business with Bituminous, the specialist 
in workmen’s compensation and liability. Write for the Bituminous story. 


Bituminous 


[2m CASUALTY CORPORATION 
CaaG, 


Bituminous Fire And Marine Insurance Company 


ria ROCK ISLAND, ILLINOIS 


Specialists in Workmen’s Compensation and Liability Lines 
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Verdict: ‘Insurable Interests’ 


Affected by Murder, Divorce 


Insurable Interest, 
Negligence and Murder 


An aunt-in-law took out three 
policies on the life of a child, each 
with a different company. She was 
named as beneficiary on all three. 


Shortly after two policies had been , 


delivered, and just before the last 
one was delivered, the aunt-in-law 
murdered the child in hopes of col- 
lecting the insurance. 


Policies Created Danger Zone 


The child’s father sued all the 
companies, contending that the 
murderess had no insurable inter- 
est in the life of his child and that 
the issuance of the policies placed 
the child in a zone of danger. The 
contention was that by the exer- 
cise of reasonable diligence the 
companies should have known that 
the aunt-in-law had no insurable 
interest in the child, and that such 
negligent acts of the insurers con- 
curred in proximately causing the 
death of the child. The trial court 
allowed recovery by the father. 

The companies appealed, con- 
tending that the policies were void 
and illegal because they tended to 
induce the beneficiary to bring 
about the death of the insured and 
in fact they did so. The appellate 
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By LUKE A. BURKE 


Member New York Bar 


court answered that the companies 
presumed that the aunt-in-law 
knew that the policies were illegal, 
but in reality the child was mur- 
dered because it was believed that 
the policies were valid and that the 
death benefits would be collected. 


Lack of Reasonable Care 


It was held that none of the com- 
panies made a reasonable effort to 
ascertain whether or not the aunt- 
in-law had an insurable interest in 
the child. It was found that she 
stated to the companies that she 
was the aunt of the child and this 
statement was in the policies. But 
the court felt that even that rela- 
tionship standing alone was not 
sufficient to establish an insurable 
interest. Reviewing the facts, the 
court felt that none of the compa- 
nies used reasonable care in deter- 
mining the issue of insurable in- 
terest. 

It was further held that there 
was a duty on the companies to use 
reasonable care not to issue a pol- 
icy of life insurance in favor of a 
beneficiary who had no interest in 


the continued life of the insured, 
because there is a duty upon every- 
one to exercise reasonable care not 
to injure another. To substantiate 
this duty, the court reasoned that 
an insured is placed in a position of 
extreme danger where a policy of 
insurance is issued to a beneficiary 
who has no insurable interest. 

The contentions of the companies 
that the father did not present evi- 
dence to show that their acts were 
the proximate cause of the child’s 
death were not upheld. Even though 
an intervening act is criminal in 
nature, if the insurers’ negligent 
acts were such that an act criminal 
in nature can be reasonably fore- 
seeable, such negligence is action- 
able. 


Did Aunt Know? 


One company advanced the con- 
tention that the aunt-in-law did 
not know that the insurance she 
applied for was in effect because 
she had not received that policy un- 
til after the murder took place. 
However, the appellate court held 
that was a question of fact for the 
jury, and it was found that the 
aunt-in-law did in some way have 
knowledge that the policy was in 
effect. 

Continued on page 48 
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A 
POSITION 
THAT 
OFFERS 


¢ Training for sales management 
position 
Salary corresponding to your 
experience 
After training, increased earn- 
ings with profit sharing plan 
Affiliation with leading com- 
pany 
Security of working with an es- 


tablished firm 
IF YOU QUALIFY 


Successful sales experience 
Successful management experi- 
ence 

Willingness to learn 

Between ages 28-38, married 
AND IF YOU'RE INTERESTED 
WRITE, INCLUDING PHOTO 


Address The Spectator, Box 5 
Chestnut & 56th Streets 
Philadelphia 39, Pennsylvania 
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The Pioneer Organization 


COATS & 
BURCHARD 


COMPANY 
Chicago 


APPRAISERS 


Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 


Depreciation Studies 
Property Ledgers 





4413 Ravenswood Avenue 
Chicago 40, Illinois 








Verdict 


Continued from ‘page 47 


The decision in favor of the 
father was affirmed. 

(Liberty National Life, et al. v. 
Weldon, Alabama Supreme Court, 


November 14, 1957) 


Divorce and a Fire Policy 


While on the question of insur- 
able interest, let us look at the case 
of Stauder v. Associated General 
Fire Co., Ohio Court of Appeals, 
June 19, 1957. 

The plaintiff and his wife were 
living together with their children 
in a home the contents of which 
were insured against fire loss by 
the defendant. The husband and 
his “legal representatives” were 
the named insureds. 

While the policy was in effect, 
the plaintiff’s wife secured a di- 
vorce from him and the custody of 
the children was awarded to her. 
The decree further provided that 
the plaintiff pay alimony, medical 
expenses, etc. The wife was award- 
ed title to the household goods. 

After the divorce decree there 
was a fire loss. The plaintiff sued 
to recover the loss. The company 
contended that he had no insurable 
interest. The trial court agreed 
with the company but the appellate 
court reversed, saying: 

“It is established in this state 
that an insurable interest 
sential to recovery on indemnity 
policies and that such interest must 
exist at least at the time of the 
loss. 

“What interest, if any, does the 
plaintiff have in the property in- 
volved in this litigation? 

“First, he was responsible for 
the proper clothing of his children 
by order of the Court of Common 
Pleas. A loss of this apparel by 
fire or fire damage called upon his 
resources for replacement. 

“Second, the court’s order of $50 
a week, for alimony and support of 
the children, was entered upon con- 
sideration of the circumstances ex- 
isting at the time of the court’s de- 
cree, but subject to ‘the further or- 
der of the court.’ 


is es- 


“A change of circumstances af- 
fecting adversely the economic 
status of his children and their 
legal custodian—his former wife— 
would, in all probability, result in 
a modification by the court of 
its order of support to an in- 
creased amount, because the father 
is charged by law with the reason- 
able support of his minor children. 

“Undoubtedly the court, in mak- 
ing its order of support, took into 
consideration the use of the house- 
hold goods awarded to the wife in 
the maintenance of the children; 
and it is obvious that the loss of 
the goods through fire damage 
would put upon the father an addi- 
tional burden by way of replace- 
ment, or, in lieu thereof, additional 
money for rent or purchase of these 
facilities. 

“The cases are legion which hold 
that an insurable interest does not 
of necessity depend upon owner- 
ship of the property. It may be a 
special interest entirely disconnect- 
ed with title, lien or possession. 

“Whenever there is a real inter- 
est to protect and a person is so 
situated, with respect to the sub- 
ject of insurance, that its destruc- 
tion would or might reasonably be 
expected to impair the value of that 
interest, such person may be said 
to have an insurable interest.” 


Appearance in Court 


The cooperation clause in the 
automobile liability policy contin- 
ues to cause headaches and gener- 
ate litigation. Most of the trouble 
stems from having to go to court. 
Through the years, I have met an 
enchanting variety of excuses when 
alerting assureds that “Der Tag”’ 
has come. The excuses range from, 
“Why do I have to go to court? 
That’s why I bought insurance” 
to “TI’ll telephone the judge and 
tell him how it happened, there’s 
nobody to mind the store.” No- 
body seems to read the cooperation 
clause. 

Of course, I cannot blame any- 
one for not wanting to go to court. 
The only ones who could really 
want to go to court would be 
judges, court reporters and law- 
yers—and I’m not so sure of the 
lawyers. But go they must, be- 
cause of the cooperation clause. 

However, the duty of cooperation 
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is not a unilateral affair. The com- 
pany must give the assured rea- 
sonable notice of the trial, travel- 
ing expenses, etc. It all boils down 
to reasonable cooperation on both 
sides. But suppose a case comes 
on for trial and the assured can- 
not be found? I don’t mean a sit- 
uation where he may be on a trip 
and the company waited too long 
to notify him, but where he has 
just disappeared. Well, let us not 
suppose, let’s take a live case. The 
most recent one to my knowledge 
is that of Polito v. Galluzzo (Mass- 
achusetts Supreme Judicial Court, 
April 11, 1958). 

The plaintiff, a passenger in the 
assured’s car, was injured in an 
accident. He sued the assured. The 
company had its attorney enter an 
appearance for the assured who 
signed and returned various papers 
sent to him. However, when the 
trial was imminent a registered 
letter from the company alerting 
him was returned undelivered. An 
investigator was unable to locate 
him and he did not appear at the 
trial. The company disclaimed lia- 
bility and the plaintiff obtained a 
judgment against the assured. The 
plaintiff then sought to recover the 
amount of the judgment from the 
company. 

The court felt that the disap- 
pearance of the assured and his 
failure to notify the company of 
his change of address were a ma- 
terial breach of the cooperation 
clause in the policy and warranted 
a disclaimer by the company. The 
company was wrongfully deprived 
of whatever benefit it might have 
derived from his testimony. The 
court pointed out that this case 
involved the breach of a covenant, 
where the consequences may vary 
with fluctuations of the damage. 

The fact that the company suf- 
fered no detriment in the failure 
of the assured to appear at the 
trial was immaterial and irrelevant 
and had to be disregarded. In de- 
termining whether a condition to 
cooperate has been broken, the ele- 
ment of prejudice need not appear 
since contract rights are involved. 
In its conclusion, the court pointed 
out that the rights of the plaintiff 
are derived from the assured and 
any defenses that the company had 
against the assured are equally ap- 


Continued on page 50 
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Brokers Are A 
Talking About 
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Les mm for Tom 1rrow 


— because it’s the easiest way to sell life insurance! 


Yes, brokers are talking about Great-West Life’s ‘Design for Tomorrow” 
. . . a series of important changes in premiums, policies and dividends! 


HERE ARE A FEW THINGS THEY ARE TALKING ABOUT: 


} A TRUE Quantity Discount—The premium per $1,000 decreases 
as the amount increases. 


2 THREE SPECIAL Potictgs for business and taxation fields. 
® Preferred Whole Life Par (minimum $10,000, ages 0-70). 
® Special Whole Life Non-Par (minimum $10,000, ages 15-70) 
® Maximum Security Par (minimum $10,000, ages 15-70; special 
dividend option on minimum of $25,000). High, early cash values! 
Rates on all three reduced even further by Quantity Discount 
factor. 


Repucep Rates FoR WomMEN—Preferential rates on two special 
par plans—same high cash values and dividends as paid to men! 


4 Term RarteEs further improved by Quantity Discount 


5 STREAMLINED EstaTE BuriLpER—Great-West’s popular Juvenile plan 
has been made even more attractive in addition, a special option 
for girls makes the policy Two-Plans-in-One— minimum still $1,000 


6 INCREASED DivipENDS— For the fourth time in five years your Great 
West participating policyholders benefit in this vital area and 
interest rate on dividend accumulations has been increased to 3.40% 


And in addition .. . 
Completely new series of Retirement Income plans. 
Low-cost Home Security Policy. 


Home Security Riders to combine with any permanent plan 

10, 15, 20, 25 years 

Autopay—A real sales clincher —- monthly premiums are automatically 
deducted from regular bank account-——the greater savings are passed 
along in a reduced premium 


“Design for Tomorrow’’— The modern way to sell life insurance. 
For full details, write or call us today! 


Great-West Lire 


ASSURANCE COMPANY 
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Verdict 


Continued from page 49 


plicable against the plaintiff. Since 
the assured did not comply with a 
condition precedent of his policy, 
the plaintiff could not recover un- 
der the policy. 


Workmanship and Garage 
Liability 


A repair shop operator sued his 


insurer under a garage liability 
policy for the money he paid his 
attorney to defend two lawsuits 
brought against him by one of his 
customers. The basis of the cus- 
tomer’s lawsuits was the alleged 
imperfect mechanical work the as- 
sured performed on two of the 
customer’s cars. The company con- 
tended that the policy did not cover 
such a situation and that it was 
not required to defend the cases. 
The lower court agreed with the 
company and the assured appealed. 








¥ slice of 
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DWELLING PACKAGE 
INSURANCE 
PROMOTION KIT ~~ 


CONSUMER: 
SALES BROCHURE : 


NEWSPAPER ADS 


FOLLOW-UP 
LETTERS 


APPLICATION 
FORMS 


SALES AIDS 


PROSPECT 
FINDING GUIDE 





agents everywhere. 


Ready to sell for you: The complete 
Sales Tool Kit that has been deliver- 
ing more bread-and-butter Dwelling 
Insurance business to Peerless 


A potent, pro- 


ductive new profitmaker! 
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The company argued that the 
policy was not a “Products Policy” 
under which the company guaran- 
tees the quality of the assured’s 
work; also that the liability, if 
any, of the assured had to be 
grounded on an accident. 


Not Products Policy 


The appellate court, in examin- 
ing the nature of the policy, noted 
that the insuring agreement obli- 
gated the company to “pay on be- 
half of the insured” bodily injury 
liability, property damage liability, 
automobile medical payments and 
injury to or destruction of property 
of others. In addition to this, the 
undertaking of the company was 
to pay on behalf of the assured 
such sums as the assured would be- 
come legally liable to pay “caused 
by accident.”’ The policy nowhere 
bound the company to guarantee 
the type of work the assured did 
at his shop. A _ special premium 
was charged for the “Products 
Policy” and if the assured desired 
such coverage he could have ob- 
tained it by paying the extra pre- 
mium. 

The assured conceded that the 
liability of the company must rest 
in an accident, but contended that 
his defective work was an “acci- 
dent’’ under the terms of the policy. 
The court answered this contention 
by stating that the assured was 
guilty only of defective workman- 
ship which resulted in money dam- 
ages to his customer. It defined the 
word “accidental” as meaning un- 
designed, unintended, unexpected 
and unpremeditated. The court 
found nothing unintended or un- 
designed involved in the assured’s 
actions, because he intended to 
make the repairs upon the custom- 
er’s cars in the manner in which 
they were done. 

The court stated that although 
the policy obligated the company 
to defend a suit which was ground- 
less, false or fraudulent, the suit 
had to be grounded in some state 
of facts which could give rise to 
a cause of action under the policy. 
It was held that the assured’s suit 
was not within the coverage af- 
forded by the terms of the policy. 
(Womack v. Employers Mutual 
Liability Insurance Company of 
Wisconsin, Mississippi Supreme 
Court, March 17, 1958.) 
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a sales tool... 

for the agent with 
clear vision... 
and a desire 
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FOR THE MAN 


WHO HAS ARRIVED 


--- AND 
FOR THE MAN 
ON HIS WAY 





to upgrade his earnings 
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Executive Field 
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MINIMUM POLICY 
$25,000.00 
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ExeEcuTiIve SPECIAL 
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Executives today are finding life insurance the 
answer to many tax and business security prob- 
lems. They are buying ever larger amounts to safe- 
guard their families as well. 


Accustomed as they are to quantity discounts in 
business dealings they give strong approval to the 
economy feature in our new “EXECUTIVE 
SPECIAL”’ 

A prestige contract sold only in larger amounts 
and at a reduced premium, the “Executive Spe- 
cial” is designed for “Men of Stature”—our agents, 
and their growing list of top-level prospects and 
policyowners. 


WASHINGTON NATIONAL INSURANCE COMPANY 
EVANSTON, ILLINOIS 
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Coverages and Forms: 
Public Employees Blanket Bond 


Q. What companies write this 
form? 

A. The fidelity and surety divi- 
sion of casualty companies. 

Q. How is it written? 

A. As a separate bond requir- 
ing a special application form. 


Coverage 


Q. What does this bond pro- 
vide? 

A. There are two protection 
types: the Honesty Bond which 
covers the dishonest acts of em- 
ployees and a second type which 
includes faithful performance of 
duty as well as honesty. 

These bonds may be further di- 
vided as to (1) the Blanket Posi- 
tion Bond under which the full 
amount of bond is available to 
cover the acts of each member of 
the insured personnel, and (2) the 
aggregate form which limits each 
loss to the bond amount regard- 
less of the number of employees 
involved. 

Combinations of the two cover- 
ages can also be arranged. 


Exclusions 


Q. What are the exclusions? 

A. Blanket Fidelity bonds have 
few exclusions except that this 
form cannot include those officials 
required by law to furnish indi- 
vidual bonds as a prerequisite to 
assuming office. 
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Rates 

Q. What are the rates? * 

A. (Honesty Form) a special 
application sheet classifies em- 
ployees as to position or work 
performed. Class A includes offi- 
cials and their assistants whose 
regular duties involve the collec- 
tion or handling of monies, se- 
curities and other property. There 
are over 60 positions listed in this 
group. 

Class B groups officials and as- 
sistants who do not usually han- 
dle or have custody of monies, 
securities and other property. 
There are approximately 40 posi- 
tions listed in Class B. Class C 
also lists certain positions, but it 
is intended to group all other em- 
ployees not classified as A or B. 


The Blanket Position form Min- 
imum bond of $2,500 has an an- 
nual premium of $53.55 for a risk 
with five or fewer A employees, 
up to $780.30 for $25,000 cover- 
age on 40 A employees. Rate 
sheets list additional charges for 
risks with members up to 5,000. 

A flat charge of $.85 per em- 
ployee (regardless of bond limit) 


*The Honesty Form rates are identical 
to those charged for the Standard Blanket 
Position and Primary Commercial Bonds, 
which are contained in the manual pub- 
lished by the Surety Association. Many 
companies issue handy charts to 
their producers. 


rate 


is applied to personnel in the B 
group while no charge is made 
for C employees. 

The Aggregate bond minimum 
is $10,000, annual premiums be- 
ginning at $81.00 for risks with 
five persons, up to $1,731.37 for a 
$200,000 bond on 40 employees 
with graded increases up to 5000 
employees. The charge for each 
B employee is $.81. 


Experience Credits 

Special experience credits are 
granted for annual premiums be- 
tween $150 and $500, 25 per cent 
between $501.50 and $1,000, and 
up to 40 per cent when premiums 
fall between $2,501 and $5,000. 
Premiums in excess of $5,000 are 
rated by the Surety Association. 

These are maximum credits and 
presuppose that no claims have 
been filed for the past three 
years. 

The above rates are promul- 
gated for Honesty form bonds. 
To include faithful performance 
of duty coverage increase these 
charges 25 per cent. 


Market For These Bonds 

American Surety has provided 
a very complete picture of the 
coverage afforded under a Public 
Employees Blanket Bond in their 
1958 summer issue of “Mailroad 
to Profits.” They also include in- 
formation as to the market for 
this form, helpful hints for 
elected officials and sales pointers 
to convince public officials of the 
need for this bond form. The fol- 
lowing are excerpts from this 
bulletin: 

“Every state, county, township, 
village or any department or divi- 
sion thereof, or any statutory of- 
ficer of any political body includ- 
ing every school district or board 
of education, is a prospect for one 
of these bonds. The great major- 
ity of employees covered by these 
forms are under civil service. 
Therefore the business may be so- 
licited any time rather than only 
in an election year. 

“The responsibility of the 
elected or appointed official has, 
in many instances, been broad- 
ened to cover the acts of his sub- 
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ordinates. It is therefore most 
important that he become ac- 
quainted with the laws governing 
his position and take steps to pro- 
tect himself, through a Public 
Employees Blanket Bond, against 
financial loss due to the acts of a 
subordinate. 

“He should be sure that his 
liability for deposits for which he 
is responsible is legally protected 
as required by statute. 

“He should check carefully or- 
ders of the supervisory body to 
make expenditures, transfers, or 
investments of funds under his 
control. 

“He should purchase adequate 
forgery, burglary and rebbery in- 
surance to protect the funds for 
which he is responsible. 

“He should be sure the account- 
ing methods are efficient and up 
to date and if not, press for a 
change to make them so. 

“He should insist on frequent 
and competent audits of the ac- 
counts for which he is responsible. 


Sales Pointers 


“The personal liability of a stat- 
utory officer for acts or omissions 
by deputies or employees is fixed 
by law. Therefore, for his own 
protection he should require a 
blanket bond covering his subor- 
dinates. 

“Under this bond new employees 
are automatically covered without 
notification to the insurance com- 
pany. 

“It isn’t necessary to make a 
premium adjustment for a normal 
increase in the number of em- 
ployees during the term of the 
premium which may be for one, 
two, three, or four years. 

“The bond is continuous in 
form. However, in the event of 
cancellation there is a further 
three-year period in which to dis- 
cover losses. 

“In the event of a loss under 
which it is not possible to desig- 
nate the particular employee caus- 
ing it, the insured may recover up 
to the bond amount if reasonable 
evidence establishes that the loss 
was caused by one or more of the 
employees covered. 

“School boards are seldom con- 
tacted for Blanket Bonds. Very 

Continued on page 54 
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often because the agent does not 
understand the procedure to be 
followed in the completion of an 
application. Most of the positions 
listed in this application will not 
be found in the classification 
sheets designed for the average 
risk. Today, however, most Boards 


of Education employ capable busi- 
ness managers who can easily 
complete this application form for 
the submission of a premium quo- 
tation.” 


Some Disturbing Losses 


The Aetna Casualty and Surety 
Company has also issued an in- 
teresting pamphlet describing the 
protection afforded under the Pub- 
lic Employees Blanket Bond. In- 
cluded are references to a num- 
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ber of disturbing losses. Some of 
these are: 

A bank made a loan on property 
which the county treasurer’s dep- 
uty had erroneously certified as 
having had taxes paid for the pre- 
vious two years. Fortunately for 
the treasurer, his deputy was ade- 
quately bonded for faithful per- 
formance of duty and the $1,034.00 
loss was paid by the surety com- 
pany. 


Unauthorized Bond Purchase 

A county treasurer’s estate was 
compelled to make good $10,000 
because a school district failed to 
honor its bonds. Although the 
purchase of school bonds was held 
to be legal, the treasurer had not 
been specifically authorized to 
make this investment as required 
by statute. The Faithful Perform- 
ance Bond would cover this type 
of exposure. 

In another instance, a county 
treasurer delayed depositing a 
check given in payment of taxes 
and the bank failed in the interim. 
The court held that failure to de- 
posit the taxpayer’s check within a 
reasonable time jeopardized the in- 
terests of the taxpayer. The Faith- 
ful Performance Bond offers the 
only protection that would cover a 
loss of this nature. 


Backing The Wrong Horse 


There are any number of plain 
dishonesty losses. A city cashier 
guessed wrong as to the speed at 
which certain horses could run at 
the racetrack to the extent of $17,- 
000. A county attorney’s subordi- 
nate was dishonest in handling 
unsettled estates and the 
aggregated almost $9,000 before 
the shortages were discovered. A 
certain deputy county commis- 
sioner of welfare showed greater 
interest in his own well being 
than that of his charges to the 
tune of over $10,000. 

It might be well to acquaint 
prospects for Public Employees 
Bonds with certain losses suffered 
by political subdivisions and 
claims made against officials be- 
cause of the acts of their subor- 
dinates. 


losses 
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benefits conferred.” * These are 
studies, not guesses, made as a 
result of a survey sponsored 
through the College of Law of the 
University of Illinois. 


Respect for Jury Justice 


Mr. Gallagher also attacks the 
deliberations of juries. May I 
suggest for his reading the article 
by Lee Nichols, NBC network 
commentator, entitled “Jury Ser- 
vice” which appeared in Case and 
Comment for March-April, 1958. 
Mr. Nichols emerged from his 
study with a healthy respect for 
the justice of results reached by 
juries. And may I say that those 
of us who labor in the courts have 
arrived at the same conclusion? 

It is not true, as Mr. Gallagher 
suggests, that all verdicts are for 
plaintiffs, as a result of the emo- 
tionalism of juries. In Cook 
County, alone, considered in his 
speech as a plaintiff’s paradise, 
more than 50 per cent of all jury 
verdicts are for the defendant. For 
every big verdict, there are fifty 
small ones. And for nearly every 
big verdict, you will find present 
and future medical expenses and 
loss of earnings which will more 
than equal the total verdict. 

Often the single $750,000 ver- 
dict in Chicago is pointed to as a 
horrible example of what juries 
will do. I would have given more 
in that case. What would you 
have done? Consider a small child 
with medical expenses averaging 
$34,000 a year for the rest of his 
life which was estimated at nor- 
mal expectancy. That total sum 
alone amounted to over a million 
and a half dollars. Yet this did 
not allow one cent for the fact 
that the healthy, laughing boy was 
blotted out as an_ individual, 
hideously maimed, his mentality 
destroyed, all his future as a 
wage-earner, a _ father-to-be, a 


Continued on page 56 


* Professor Alfred F. Conard, “Is Work- 
men’s Compensation More Efficient Than 
Employers’ Liability?,’”” American Bar As- 
sociation Journal, December 1952, p. 1058. 
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happy individual eradicated. Hit- 
ler would have destroyed the un- 
happy remnant. Our Constitution 
guarantees redress for the wrong. 

But Mr. Gallagher’s main tack 
is “Compensation for Injuries 
Without Regard to Fault.” Such 
compensation is, perhaps, the ulti- 


mate in the thinking of leftist- 
minded persons. It is one of the 
broadest concepts of a complete 
social security. If that point is 
reached, there will be no need for 
either insurance companies or 
trial lawyers. Payments will be 
government-financed, and the cost 
added to our heavy tax burden. 
One of the surest ways to pre- 
cipitate this catastrophe is to un- 
dermine respect for our courts 
and the judicial process. If the 
courts are respected by those who 
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look to them for help, this type of 
compensation will never come 
about. Should not all of us, then, 
work together to improve the ad- 
ministration of justice—and treat 
our courts with dignity? 


More Directed Verdicts 


Mr. Gallagher wants the judges 
to direct more verdicts, to set 
aside more plaintiffs’ verdicts, to 
take disciplinary actions against 
plaintiffs’ lawyers who lose their 
lawsuits (What about your de- 
fense counsel when they lose, Mr. 
Gallagher?) to reduce awards, and 
to cut contingent fees. May I sug- 
gest, as an alternative, that in- 
surance companies charge ade- 
quate premiums, stop paying nui- 
sance settlements, pay adequate 
amounts in settlement promptly 
and without the threat of pro- 
tracted litigation, hire good de- 
fense counsel and pay them more 
adequately, stop encouraging 
shysters by the “wholesaling” of 
cases, and turn over information 
as to ambulance chasing to the 
state bar associations for prose- 
cution. 

You see, Mr. Gallagher, we trial 
lawyers are not hostile toward 
you. You have been one of my 
favorite people for twenty years. 
But you are attacking institutions 
which we hold rather sacred. We 
of the trial bar feel that our 
judges and our juries are doing 
their level best right now and that 
justice results in 95 per cent of the 
cases tried. They have not earned 
your scolding. 


Inflationary Trends 


If the casualty companies have 
lost money, perhaps there is some- 
thing amiss in their claim policies. 
Verdicts have risen and will con- 
tinue to rise with inflationary 
trends. That you must expect. But 
don’t call it a miscarriage of jus- 
tice when you lose a lawsuit. We 
all lose one now and then, and 
will continue to do so when opin- 
ions of rightness and wrongness 
may differ. 

And, if you are unhappy about 
the incomes of lawyers, could we 
—perhaps—trade our respective 
incomes? 
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Can Your Investments 
Resist Inflation? 


By ERVIN L. HALL 


Partner, Davis and Hall 
Investment Management 


HAT irritating and disturbing 

word, inflation, is with us 
again. During the recent slow- 
down in business, and our anxiety 
over whether the slowdown would 
become a recession, there was less 
talk about inflation. Then the in- 
creasing cost of government, high- 
lighted by a possible $12 billion 
deficit for the present fiscal year, 
and the necessity of finally rais- 
ing the ceiling on the public debt 
by $13 billions, crystallized a la- 
tent thought that the slow, year 
by year, inflation we had been ex- 
periencing, might become much 
more rapid. 


Investors Impressed 

This thought apparently im- 
pressed investors as much as any 
single group. Many of us began to 
wonder whether this creeping in- 
flation was to become more of a 
gallop. If so, some steps should be 
taken to make present dollars pro- 
duce more. The reason—as time 
goes on we are going to need more 
dollars to buy the same things we 
buy today. 

We all know there are a number 
of kinds of inflation. We also know 
that we frequently use the word in- 
flation rather loosely. The type of 
inflation we are apparently expe- 
riencing today is an erosion in the 
purchasing power of the dollar. 
Things just cost more, year by 
year, and we all know it. 
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This rising cost of things has 
been persistent but not general as 
any breakdown of a cost of living 
index will prove. Everything hasn’t 
gone ahead at the same time, but 
the index has had a persistent up- 
ward trend. Some meats, for ex- 
ample, and other foods have weak- 
ened for awhile and then firmed up 
again. We have all been conscious 
of a substantial reduction in the 
price of refrigerators, washing ma- 
chines and other hard goods during 
the last couple of years but prior 
to that prices were strong. In the 
industrial field, metals of all types 
have been depressed in price and 
yet not long ago many of them 
were at all time highs. 

These fluctuations among goods, 
commodities and services have been 
an important factor in keeping the 
erosion in the purchasing power of 
the dollar at a creeping pace — 
around 2 to 3 per cent a year. 


“Not one of my former husbands had life 
insurance. This time will be different!" 


The investment psychology of 
the past few months, however, 
would indicate that many of us 
think this creeping advance might 
be accelerated in the future. It 
could be, but we should not assume 
that the acceleration will come 
quickly. 

Let’s look at a few facts that ex- 
ist in this country today. The main 
reason most products rise in price 
is due to the cost of production. 
This in turn results from a desire 
on the part of Americans to con- 
stantly improve their standard of 
living. They want more things and 
better things and are willing to 
pay for them even at increasing 
prices. 


Committed to Full Employment 
This desire for a higher stand- 
ard of living is abetted by our laws 
committing the government to the 
maintenance of full employment. 
We all know we can’t have full em- 
ployment without government sup- 
port at times. Unemployment in- 
surance, social security, and con- 
stant government spending of one 
type or another, takes up the slack 
when business slows down. This in 
itself is inflation. Then there is 
the organized pressure for higher 
wages and salaries all stemming 
from a desire on the part of every- 
one to share in the good things of 
life offered in this country today. 

All this activity results in a 
higher cost of production. Even 
with better machines, more auto- 
mation, more efficient top manage- 
ment control, the cost of produc- 
tion continues to rise. To maintain 
profit margins, against the pres- 
sure of costs, the price of things 
and services moves up. Possibly 
these price increases to offset wage 
increases, aggravated by govern- 
ment deficit spending will, in time, 
cause a more active inflation to 
take hold. 

We should not, however, be too 
quick to assume that such inflation 
will become all absorbing within 
the foreseeable future. The big re- 
straining influence is the tremen- 
dous productive capacity of this 
country. This production can sup- 
ply the ever increasing wants of 
our population and will do so if 
the demand is there. If produc- 

Continued on page 58 
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tion continues to rise and the pub- 
lic continues to spend, the mills and 
factories, the service industries 
and the farms will be active and 
prosperous. 


Still Need More Dollars 

Such a productive surge could 
keep inflation within the creeping 
stage, but even creeping inflation 
means that the investor will need 
more dollars just to maintain his 
position. 

Another fact that works against 
a violent inflation, such as a flight 
from the dollar or a flight into 
things, is the strength of the 
United States dollar. That strength 
may not be too impressive to some 
but our currency is still the strong- 
est in the world even though it 
may have little resemblance to the 
dollar of the early twenties or even 
the dollar of 1939. 

However, whether we have creep- 
ing or galloping inflation over the 
next few years, investors are faced 
with combatting the erosion in the 
purchasing power of the dollar. 
This trend does not favor fixed in- 
come obligations unless you have 
future commitments in fixed dol- 
lars. Even here, all your future 
commitments are not likely to be in 
a certain number of dollars, so 
your other assets should be at werk 
in more productive investments. 

Common stocks are the natural 
vehicle to consider, because they 


represent an interest in the earn- 
ing power of companies that are 
part of the over-all growth of the 
country and may share in that 
growth. Those qualifying words 
“may share” are important as that 
is where an investor can go wrong. 
Just because you buy or own com- 
mon stocks does not mean you will 
keep abreast of the times—partic- 
ularly inflationary times. 

To keep ahead of inflation a com- 
pany must be able to make more 
money and pay out more to stock- 
holders—either in cash or stock 
dividends—while the pull of in- 
flation erodes the purchasing power 
of the dollar. Otherwise you may 
find yourself standing still or with 
a modest improvement, far from 
enough to compensate for the ever 
increasing cost of things. 


Continuous Job 

To pick the companies that will 
keep ahead of inflation is a real 
job and a continuous one. Selec- 
tion is vital but you won’t always 
select the right stock no matter how 
much thought you put into it. 
Therefore you must also diversify 
and then keep a close watch to see 
if your selections are really doing 
what you expected of them. If not 
you better consider making a 
change as there may have 
some error in your original anal- 
ysis. 

The Anaconda Company may 
serve as an example of a company 
with an excellent management, 
with a good money making record 
and in a field that is likely to offset 
the effects of inflation. The earn- 
ings of Anaconda are far from 
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stable but they average out over 
several years. Mining men _ will 
tell you that copper will not sell at 
much higher prices for many years. 
This may be true, but Anaconda is 
a low cost producer of copper and 
has a worthwhile investment in 
aluminum through its plants in 
Montana. This plant has an annual 
productive capacity of 120,000,000 
pounds. Anaconda is also the larg- 
est uranium producer in the United 
States. Even with a moderate in- 
flationary trend Anaconda should 
reward investors. If the more vio- 
lent type of inflation, that some 
investors fear, takes hold, a first 
quality metal stock has always been 
considered a natural hedge. 

Some industries, the drug and 
tobacco industries, for example, 
have a low labor cost. They will 
not be as much affected by rising 
wages as many others. This is an 
advantage although the long term 
threat to sales of lung cancer dis- 
closures is an offsetting factor with 
tobaccos. In the drug field, Miles 
Laboratories may serve as an ex- 
ample of a company with an ag- 
gressive management, low labor 
costs and some good products. One 
of these products, Citric Acid, the 
bulk of which is now used within 
the company, could be produced in 
greater volume. If so the present 
favorable earnings trend of Miles 
could accelerate. Citric Acid is in 
wide demand and Miles has an effi- 
cient method of producing it. This 
type of stock should keep up with 
the inflation parade. 


Stream of Progress 

Other companies have equally at- 
tractive futures but, as previously 
mentioned, not all companies. Since 
we are going to need more dollars 
as time goes on, we will be better 
off to guide more of our present 
dollars into the gurgling stream of 
progress, carrying the prospect of 
increased earnings and dividends, 
than into the stagnant 
fixed dollar income. 

The irritating and disturbing 
word, inflation, is not going to be 
annihilated by wishful thinking. 
We should remember that even un- 
der the mildest form of inflation 
fixed incomes do not buy as many 
groceries. 


pools of 
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Don’t give FIRE a place to start! 


@ The best time to fight fire is before 
it occurs—don’t give it a place to start! 
When outside workmen are brought 
into a property to do installation or 
repair jobs there is the risk that 
needed precautions against fire haz- 
ards will not be taken. The loss 
record bears this out. 

Close supervision of these work- 
men is highly important, particularly 
where combustible materials or flam- 
mables make the use of torches and 
open-flame devices extremely hazard- 
ous. Smoking in danger areas and 
tampering with fuses or electrical cir- 
cuits present obvious hazards. 


A supervisor should inspect the site 
of repair jobs before work is begun, 
and—without fail—at the end of each 
day. He should inform workmen of 
any hazardous conditions present and 
specify safety measures to be taken. 

Many costly fires could be headed 
off by close supervision of mainte- 
nance and repair jobs. Good fire pre- 
vention practice is to recognize the 
severe hazard that these operations 
introduce into what may be a rela- 
tively fire-safe property; then to take 
the necessary steps that will reduce this 
hazard and limit the extent of possible 
fire damage. 
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the economic cycle, we have taken 
comfort in the thought that before 
many years the cycle will swing 
toward “normal” again. 

In a very conservative business 
such as life insurance, there is a 
natural tendency to think that we 
have seen everything. We adver- 
tise proudly that our great compa- 
nies have successfully surmounted 
earthquakes, fires, floods, wars, eco- 
nomic depressions and periods of 
inflation. What else is there to go 
through other than what our fore- 
fathers exerienced during the last 
100 years? Is there really any- 
thing new under the sun? 

Now it appears that we must 
answer, yes. 

First, the industrialized society 
is something new. 

Second, the war of man not to be 
submerged and mechanized by the 
Frankenstein of machinery is a 
continuous series of intensive bat- 
tles. Industrial unions play an im- 
portant part in this. 

Third, a “cold” war which con- 
tinues on and on in a time of nomi- 
nal “‘peace” and costs one country 
alone $80 billions in a single year 
has no parallel in history. 


Deliberate Government Policy 


Fourth, a deliberate govern- 
mental policy of continued slow 
inflation in perpetuity at from 3 
per cent to 8 per cent a year is 
new. It has already played hob 
with “cash value” life insurance. 

Fifth, a calculated policy of the 
U. S. Government to provide that 
no family have either (a) less than 
$2500 or (b) more than $25,000 of 
yearly income has already gone 
half way toward its stated objec- 
tive. Never before in human his- 
tory has such a move been re- 
corded. ; 

Home ownership in the U. S. A. 
has risen to 55 per cent in 1950 
and about 60 per cent now, a 
greater proportion than ever be- 
fore. This is a long-recognized 
hedge against inflation, and is the 
more remarkable in view of the 


60 


increased urbanization of the 
American people. 

Term insurance, including Group, 
is now about 30 per cent of all the 
life coverage in U. S. companies. 
This is a vast increase compared 
to a decade earlier. The amount 
and proportion are both on the in- 
crease, like a snowball rolling down 
hill! This movement away from 
the investment element in life in- 
surance is another reflection of the 
problem of inflation and low inter- 
est rates. 

Mr. G. N. Calvert? has pointed 
out that even under present laws 
an insurance company can arrange 
and contract to keep payments close 
to a constant assumed purchasing 
power. If “r” is the inflation al- 
lowance written into the contract, 
then death benefits would increase 
each year in the ratio (1+r). The 
amcunt payable at each point would 
be fixed definitely in advance and 
guaranteed by contract. Costs can 
be easily calculated by simple ac- 
tuarial methods. There is no need 


for equity investments nor for 
any conflict with legal restrictions. 
These plans are made desirable by 
the current wide acceptance of full- 
employment economics and their 
téndency toward inflationary con- 
ditions. They are likely to be suc- 
cessful for the same reasons. This 
is a vital point. 

If r, the assumed rate of infla- 
tion, is not equal to i, the rate of 
interest, the formulas are more 
complex. The interest rate used is, 
in effect, (i-r) where r is the as- 
sumed yearly rate of increase in 
prices due to inflation. Experience 
since 1900 shows that 2% per cent 
a year is a good approximation to 
the rate of inflation on the average. 
By a happy circumstance this is 
also a well accepted rate of interest 
for life insurance purposes today. 
At 2% per cent, money doubles in 
28 years. Thus endowments for 
this period or longer would mature 
for at least twice the initial death 
benefit. 

The investment in equities, as in 
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the TIAA plan (CREF), would 
have more ups and downs than the 
present simple contractural set-up. 
Labor, government and _ industry 
all assume a steady upward climb 
in wages, productivity, etc. But 
even if there were to be no more in- 
flation, and prices were to remain 
level for many decades to come, 
the slowly increasing amount of 
insurance would be acceptable to 
young people whose family respon- 
sibilities increase as the years roll 
by. More expenses, more income, 
more insurance coverage—that is 
the set-up. 

There are two alternatives for 
the purchasing power policies—(1) 
constant premiums or (2) premi- 
ums that increase at the (l+-r) ra- 
tio. In the first instance, the net 
yearly premium is the reciprocal 
of the annuity for the period of 
premium payments. In the second 
instance, we substitute the expecta- 
tion of life in place of the annuity. 

Using continuous symbols, the 
net premiums are shown on Table 


In addition to the Purchasing 
Power Policies, other titles we con- 
sidered were Cost of Living Con- 
tracts, The Full Employment 
Economy Contract, The Upward 
Spiral Policy, Continuous Expecta- 
tion Contract, and Living Stand- 
ard Insurance. 

By whatever name we call it, a 
variable life contract such as this 
should go far to answer the charge 
that the life insurance does not 
take inflation into account. The fol- 
lowing quotation from Barron’s 


(January 10, 1955) brings out both 
sides of the variable policy ques- 
tion. It also points to the decision 
life insurance leaders must make, a 
decision in which these Purchasing 
Power Policies could provide a 
worthwhile solution. 

“A broader issue is raised by 
the looming shadow of the variable 
annuity. ‘People,’ says Robert A. 
Rennie of Nationwide Life, ‘want 
inflation insurance. In an area of 
rising and falling prices, insurance 

Continued on page 62 
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I, at left. 


Insurance 


Nullifies Interest Rate 
It will be observed that the pre- 


"SERVES/ YOU 


mium rates are the same for lim- 
ited payment life and for endow- 
ments. When the rate of inflation 
equals the rate of interest, it is as 
though “time stands still.’’ The one 
rate nullifies the other. We note 
also that interest does not enter 
into the calculations at all when 
the premiums increase each year 
at the same rate as does the face 
amount of insurance. 

Table II at left gives a nu- 
merical comparison of net premi- 
ums on the whole life plan. 

These are on the C. S. O. 2% 
per cent basis with inflation rate 
2% per cent yearly. It will be ob- 
served that Col. (2) is equal to 
Col. (5) plus ? = 24.69 + per 
1000. 

In chart (P. 37) the cost of 
living index since 1880, is shown 
on a year to year basis and also in 
a smoothed curve. For comparison 
with these we include also the com- 
pound interest curves for (a) 2% 
per cent and (b) 2% per cent. 
Since 1912 the smoothed cost of 
living curve has been between (a) 
and (b). To assume 2% per cent 
seems conservative. 
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years, the New Hampshire 
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pany insurance agents 
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served best by Independent 
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You have a future with ULLICO 


FOR ADDITIONAL INFORMATION 
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James J. O’Brien 


Director of Ordinary Sales 


The Union Labor Life Insurance Company 
200 East 70th St., New York 21, N. Y. 
EDMUND P. TOBIN, President 
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WOODWARD and FONDILLER, Inc. 
Consulting Actuaries 
Insurance Accountants 


200 West 57th Street 417 South Hill Street 
New York 19, N. Y. Los Angeles 13, Calif. 








Purchasing Power Policies 


Continued from page 61 


and variable-dollar savings are two 
sides of the same coin.’ 

“Plenty of insurance people, and 
perhaps a few companies, agree 
that today dollars are the prime 
variable, and that it is the indus- 
try’s responsibility to see that the 
dollars it pays out eventually have 
the same purchasing power as 
those that came in earlier as pre- 
miums. Says Sherwin C. Badger, 
financial vice-president of New En- 
gland Mutual: ‘The business bet- 
ter get busy and investigate ways 
of gearing life insurance and an- 
nuity income to changes in the pur- 
chasing power of the dollar.’ 

“Others imbued with the tradi- 
tional life-insurance idea of iron- 
clad guarantees and fixed dollar re- 
turns are highly skeptical. Many 
of them, looking askance at the 
long stock-market rise, to which 
such annuities would in a sense be 
pegged, doubt that inflation is a 
permanent trend. But they argue 
not just for expediency, but from 
principle. Even if the uptrend is 
to go on indefinitely, whether under 
economic propulsion or _ political, 
they are outraged at the very sug- 
gestion that insurance should give 
up the fight against inflation. Such 
a surrender, they say, would serve 
only to give it further impetus. 


Opposed by Institute 


“Summing up this opposition, 
Holgar Johnson, president of the 
industry’s chief publicity arm, the 
Institute of Life Insurance, says: 
‘The prospect of the variable an- 
nuity is the greatest tragedy that 
could happen to the life insurance 
business. . . . If the public ever fig- 
ures that it is necessary to buy 
annuities to make insurance come 
out right, we would have an ex- 
tremely hard time selling policies.’ 

“Which side will prevail in these 
various controversies is still un- 
certain. One thing, however, is 
clear enough: life insurance as a 
whole has some weighty decisions 
to make. Basically, it must decide 
how far it will diverge from the 
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traditional concepts on which its 
growth has been built in order to 
keep up with its customers’ de- 
mands in these changing times. 
Meantime, the competitive pres- 
sure that first brought its internal 
conflicts to public attention will go 
on. In the end, one way or another, 
this is likely to permanently bene- 
fit the buyer of life insurance.” 
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Corrections: In the third line, the de- 
nominator of the first fraction should be 
“Ix” rather than “ix.” In the line be- 
ginning “and” the denominator of the 
fraction should be “ax:n” in the form 


found at the start of the top line 


PURCHASING POWER POLICY 


Derivation of net premiums, using conventional yearly symbols pro- 
ceeds as follows:- 
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LET’S END 
THE CONFUSION 


HOSPITAL Unless prospects know what we mean, we only 


confuse them. Aware of this costly problem, 


4 guRGICAL National Casualty makes sales aids available 


that are geared to the prospect’s viewpoint. 


NURSE Yes—National meets the demands for modern 


cTier ° ° eye 
- sales methods and quality Disability Income, 


Hospital and Surgical coverages for the In- 
dividual, Family, Franchise or True Group case. 


Guaranteed Renewable Policies Available! 


NATIONAL 
Misty attractive ogeecy appotstments in seicct = QA SUL AL 
territories now available. Write today for full 


particulars—Address: Accident & Health Div., COMP AN VY 


National Casualty Company, Detroit 26, Mich. 


DETROIT 26, MICHIGAN 


REMEMBER—IT‘'S EASIEST TO SELL THE BEST! 
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BURGLARY INSURANCE— 


fast-growing source of premium income 








Ask the Aetna Fieldman 


Agents and brokers who have actively promoted the 
Aetna’s burglary coverages find that income from this 
source grows by leaps and bounds. 


For one thing, the Aetna has the specialized know-how 
and up-to-date facilities for writing the latest criminal loss 
coverages such as the Blanket Crime, the 3D, Accounts 
Receivable and Valuable Papers and Records policies. In 
addition, the Aetna fieldman can give you the advice and 


Meet William J. Dunne 
Special Agent, 
Norwalk, Conn. 

Bill believes that an agent’s 
best prospects for burglary 
insurance are his present cus- 
tomers. His favorite sales 
technique is to start by em- 
phasizing the high crime rate 
in the U.S., then explain the 
coverage in detail, and close 
by using visual aids such as 
newspaper clippings describ- 
ing recent local burglaries. 
Bill is a member of the Conn. 
Field Club and Secretary of 
the Milford Lions Club. His 
hobbies are swimming and 
photography. 


st toy 


assistance you need to take full advantage of today’s op- 
portunities in burglary insurance. 


Also very important is the Aetna’s long-established and 
unfailing record for paying all just claims promptly and 
cheerfully. 


Are you getting your share of the big criminal loss market? 
Why not discuss the matter with your Aetna fieldman? 
Give him a call today. 


Meet C. R. Tobin 
Resident Manager, 
Cleveland, Ohio 
Mr. Tobin derives particular 
satisfaction from helping 
agents build up business on 
lines that bring attractive 
profits, a category which nat- 
urally includes burglary in- 
surance. He is a member of 
the Ohio Fire Underwriters 
Association, Fire Prevention 
Association of Ohio, Cleve- 
land Association of Casualty 
& Surety Managers. His avo- 
cations include lawn bowling 
and antiques—stamps, his- 
toric fire marks, and old in- 
surance policies and papers. 


AETNA INSURANCE COMPANY 


55 ELM STREET 


me 


HARTFORD 15, CONNECTICUT Pha: | fm 
Clinton L. Allen, President krxy 
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NEW CONTRACTS AND POLICIES 


New Form: Lifetime Major 
Medical for Employee Groups 


Guardian Life of America is now 
writing lifetime Major Medical on 
a group basis in New York. Plan 
includes lifetime coverage on em- 
ployees, as long as the master pol- 
icy remains in force. Groups of up 
to 500 employees will be insured. 

Buyers have a choice of three 
plans. One provides a maximum of 
$5,000 with a surgical limit of $750 
and room and board limit of $20 
per day. Second plan offers a maxi- 
mum benefit of $7,500, and the 
third, a $10,000 maximum. Limits 
are per illness to age 65, and ag- 
gregate after age 65. 

Co-insurance is required only on 
private nursing fees. Subject to a 
$300 or $500 deductible, Guardian 
pays full cost of covered charges 
to the stipulated limit. Mental ill- 
ness is covered, and convalescent 
home care following hospital con- 
finement. 


For Further Information Circle 254 on Card 


Merit Auto Policy 


Zurich-American Insurance Com- 
panies have developed a plan for 
safe auto drivers. Called MERIT- 
matic, the plan has been approved 
in Michigan, effective October 1. 

MERITmatic plan provides a 
continuous policy with six-month 
renewals and direct billing of in- 
sureds. The agent retains exclu- 
sive ownership of all expirations. 
Policy is issued “on the spot” by 
the agent. He inserts one copy of 
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WHAT THE NUMBERS MEAN 
If you would like more information about one or 
more of the policies or lines reviewed here, circle 
on the card between pages 66 and 69 the number 
or numbers following those items. Write your name 
and address on the card and drop it in the mail. 


application-declaration page into a 
jacket to complete the policy. He 
collects the initial premium and re- 
mits it to company together with 
copies of the application-declara- 
tion. Similar to the group’s Merit 
Policy, MERITmatic makes avail- 
able liability, physical damage, and 
uninsured motorist coverages. 


For Further Information Circle 255 on Card 


Lifetime Hospital Policy 


John Hancock has announced a 
Lifetime Hospital Expense policy 
for individuals and families. Policy 
is guaranteed renewable so long as 
the insured or the insured’s spouse, 
if a covered family member, lives. 
Company retains the right to 
change the rates for a class of pol- 
icyholders, but not for individual 
insureds. Benefits include a maxi- 
mum of 180 days for any one pe- 
riod of hospital confinement. Ser- 
vice benefit is 15 times the daily 
hospital benefit. 

Following age 65, maximum 
benefit is confined to 60 days of 
hospital care and 10 times the daily 
benefit for hospital services. Maxi- 
mum issue age is 60. 


Telephone Answering Services 


Liability protection for telephone 
secretarial firms is offered by 
American Casualty, Reading. Pol- 
icy covers all sums the insured is 
legally obligated to pay for dam- 
ages arising from negligent acts, 
errors or omissions. Services of- 
fered by these firms, in addition 
to telephone answering, include 
handling inquiries, making ap- 
pointments, and quoting prices. 


For Further Information Circle 256 on Card 


Impaired Risk Hospital Policy 


In addition to its impaired risk 
disability policy, American Casu- 
alty, Reading, Pa., now offers hos- 
pital coverage for those with im- 
paired health. Varying elimination 
periods for a_ specified physical 
condition are incorporated in the 
policy. 

Contract provides up to $15 for 
daily room and board, and $150 for 
general hospital expense benefits. 
Men and women aged 18 to 59 and 
children from three months to 17 
years can be covered. Men and 
women aged 60 to 74 can be pro- 
tected under a senior plan. 


For Further Information Circle 257 on Card 


Western Life Family Plan 

Western Life, Helena, Mont., is- 
sues a Family Policy with whole 
life on the husband and term cov- 
erage on the wife and children. 
Each unit provides $5,000 of in- 
surance on the husband, $1,000 of 
term on the wife if she is the same 
age as husband. Children are in- 
sured for $1,000 term to their age 
25 or father’s age 65, whichever is 
sooner. 


For Further Information Circle 258 on Card 


"690" A & S Contracts 


Two new “package” personal ac- 
cident and sickness policies have 
been introduced by Hartford Acci- 
dent and Indemnity. Packages be- 
cause they provide coverage in 
fixed amounts and combinations, 
the 690 Accident Policy and 690 
Disability Policy take their names 
from the home office address: 690 
Asylum Avenue. 

Continued from page 66 
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New Contracts and Policies 


Continued from page 65 


The Disability Policy gives in- 
come-protection for accidental in- 
juries or illness. The accident cov- 
erage pays $50 a week up to two 
years if disability halts policyhold- 
er’s usual occupation, and there- 
after as long as disability prevents 
him from working.: Sickness bene- 


fit, beginning on eighth day of dis- 
ability, pays $50 a week up to two 
years when sickness halts policy- 
holder’s usual occupation, and then 
to a maximum of three years if 
disability prevents him from work- 
ing. 

The accident policy provides 
medical benefits up to $500 for 
actual expenses incurred within 
five years of accident, and lump- 
sum benefits ranging up to $5,000 
as specified in the contract. 


For Further Information Circle 259 on Card 





he sells them. 





A New Approach 
To Program-Selling 


Lincoln National’s Family Security Fore- 
caster brings a new approach to program-sell- 
ing. What’s more, designed as a one-interview 
programming sale, it saves time. With it, the 


agent programs only the cases he sells, after 


Lincoln National’s new Family Security 
Forecaster is another reason for our proud 


claim that LNL is geared to help its fieldmen. 


THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 








Blanket Bond for School Workers 

Maryland Casualty writes a 
blanket bond designed especially 
for public school systems. This fi- 
delity bond covers school princi- 
pals, teachers, business managers, 
clerical and cafeteria workers, and 
students when employed by the 
school. Four different insuring 
agreements are available separately 
or in combination. 

Honesty Blanket coverage can 
be purchased in amounts from $10,- 
000 to $25,000. A Faithful Per- 
formance agreement covers losses 
resulting from bad judgment or 
error in addition to dishonesty. 


For Further Information Circle 260 on Card 


Builder Endowment Options 


Mutual of New York has an- 
nounced its new Builder Endow- 
ment series with a variety of en- 
dowment options, designed to pro- 
vide more flexibility. 

Under one option, policyholder 
can defer maturity for five or ten 
years, without further premium 
payments. A second option allows 
policyholders to postpone maturity 
also, but continues premium pay- 
ments at standard rates, further 
increasing amount available at ul- 
timate maturity. 

Another option allows policyhold- 
ers whose endowment proceeds are 
settled at the original maturity 
date under a life income option, to 
increase their guaranteed life in- 
come by paying an _ additional 
amount to provide a_ single-pre- 
mium annuity. The fourth option 
continues the policy in force after 
maturity as paid-up participating 
life insurance for the face amount. 
without evidence of insurability. 


For Further Information Circle 261 on Card 


Riders Protect Purchaser 


Two unique riders for policies on 
which premiums are paid by a per- 
son other than the insured have 
been introduced by Equitable Life 
Assurance Society. The riders 
waive payment of premiums if the 
purchaser becomes totally disabled 
or to make the policy paid-up 
should the purchaser die. 

Disability waiver of premiums 

Continued on page 69 
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“Life Insurance,” Fifth Edition 


“Life Insurance” by S. S. Huebner and Kenneth Black, 
Jr., has been brought out in a fifth edition by Appleton- 
Century-Crofts, publishers. Since its first appearance in 
1915, this book has been accepted as a standard textbook 
in many insurance courses. 

A major change in this edition is the introduction of 
material concerning the prospective method of reserve 
valuation. Also considerable attention has been given to 
the beneficiary clause in life contracts, and to the legal 
aspects of settlement options. 582 pages. $6.50. 
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LAA Puts Out Public Relations Book 


“Public Relations for Life Insurance Companies” has 
been published by the Life Insurance Advertisers Associa- 
tion, and introduced at the 25th anniversary meeting in 
Montreal, October 22-24, 


The book contains 15 chapters written by leaders in the 
life insurance business and specialists in public relations. 
Work was edited by Donald E. Lynch, director of public 
x. 
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relations for Mutual Benefit Life. 

First chapter in the book is titled “Public Relations 
Comes to the Life Insurance Business,” and was written 
by Clifford B. Reeves, vice president for public relations of 
Mutual Life of New York. Mr. Reeves’ contribution ap- 
peared as an article in the September issue of THE 
SPECTATOR. 
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Village Station 
New York 14, N. 


P. O. Box 68 


Census Study of Older People 


“The Older Population of the United States,” a mono- 
graph by Henry D. Sheldon of the U. S. Bureau of the 
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Census, is based largely on statistics of the 1950 and earlier 
censuses. Dr. Sheldon examines the trends of the changing 
age structure, and age in relation to employment, income, 
marital status, and housing. In regard to the geographic 
distribution of older people, Dr. Sheldon confirms the com- 
mon assumption that Florida has a relatively high per- 
centage. However, for California Dr. Sheldon indicates 
that a similar assumption is no longer true. 

Book was prepared for the Social Science Research 
Council in cooperation with the Bureau of the Census. 
John Wiley & Sons is the publisher. 223 pages. $6. 
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Setting Management Practices 


Controllers Institute of America is the publisher of 
“Business Budgeting: A Survey of Management Planning 
and Control Practices.” Authors are Dr. Burnard H. Sord 
and Dr. Glenn A. Welsch. Book is based on a survey of 
424 leading companies in the U. S. and Canada. Companies 
chosen reputedly are doing a better-than-average job of 
planning, budget and controlling operations. 

The report shows the steps followed by these companies 
in establishing and approving profit objectives, developing 
a detailed plan, and forecasting sales and expenses. Em- 
phasis of the book is on participation in setting goals and 
determining standards of performance. Charts and tables 
show survey responses and related data. 366 pages. $12.50. 
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New Contracts and Policies 


Continued on page 66 


aids business’ insurance 
where each partner purchases life 
insurance on the lives of other 
partners to buy a deceased part- 
ner’s interest in the business. 


cases, 


Second rider allows a policy is- 
sued on the life of a wife with her 
husband as purchaser to provide 
funds at her death for estate taxes 
and conservation of estate values. 

The new riders may be attached 
to an Adjustable Whole Life Pol- 
icy which has a $10,000 minimum, 
or to an Executive Policy which 
has a $25,000 minimum. 
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Contracts and Policies Notes 


Aetna Life has announced plans 
for issuing million-dollar individ- 
ual life policies. These high-limit 
policies will be available to stand- 
ard risks 25 to 55 years old. Com- 
pany has also increased to $150,- 
000 the maximum DI benefit for 
accidental death. 

General American Life now will 
pay the full death benefit on juve- 
nile policies for children under 
one year of age. Previously, only 
one-fourth the face amount was 
paid during the first policy year 
New underwriting rules stipulate 
that a child must be at least a 
day old before an application can 
be written. Agents cannot accept 
cash with the application for ba- 
bies under 15 days old, and pre- 
mature infants are excluded. 

Mutual of New York has ex- 
tended into Canada its pre-autho - 
ized check plan for paying pre- 
miums. Regular monthly premium 
for at least one policy must be 
$7.50 or more for Canadian pol- 
icyholders to make use of the bank 
check plan. 

Ohio National Life has adopted 
a quantity discount for larger pol- 
icies, and lower rates for women, 
with no reduction in cash values 
or dividends. 

Woodmen of the World has 
adopted a new rate structure with 
lower rates per thousand dollars 
of insurance. 
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Looking for new ways to attract 
desirable accounts to your agency ? 
Consider . . . 


Liability 
Protection for 


PROFESSIONAL 


Men and Women 


The selection of liability 
and malpractice policies 
for professional people is 
one of the most attractive 
features of American Cas- 
valty’s multiple line port- 
folio. These contracts offer an ideal field 
for creative selling. They are provided by 
an American company, licensed in all states 
and with many years of experience in the 
writing of malpractice coverages. 
Added to this, American , ‘\ 
Casualty offers out- \\ 
standing across-the- ~ J 
opens . I —" 
board facilities in INS / 


all lines of Cas- e YW ; : Uf 


valty, Surety, Fire, ===Q ; 
Marine and Acci- \ [A 


dent & Health lines. 


Accountants 
Attorneys 
Barbers 
Beauty Salons 
Dentists 
Insurance Agents 
Morticians 
Opticians 
Optometrists 
Pharmacists 
Physicians 


Registered 
Nurses 


Surgeons 


Telephone Ans. 
Firms 


Veterinarians 


Y ndependent 


— TT /AGENT 


AMERIGAN GASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 
HOME OFFICE. READING, PENNSYLVANIA 








NEW PRODUCTS AND SERVICES 


You Can Use This Pamphlet on 
New Social Security Benefits 


Charles D. Spencer and Associ- 
ates, consulting actuaries, have 
printed in pamphlet form a sum- 
mary of Social Security benefits 
under the latest rulings. Changes 
in the tax base are shown, as well 
as maximum benefits as revised in 
1958. For persons not under a pen- 
sion plan, the “pension approach” 
is explained. How to coordinate 
projected social security benefits 
with life insurance for adequate 
retirement income is_ explained 
briefly. 

Spencer and Associates will sup- 
ply bulk supplies of the leaflet at 
quantity prices. Space is provided 
for the user’s imprint. 


For Further Information Circle 21 on Card 


Booklet on Accident Insurance 


A booklet on comprehensive per- 
sonal accident insurance has been 
issued by Leo B. Menner & Com- 
pany, Lloyd’s representatives. 

Covering both individual and 
group, the booklet provides produc- 
ers with a detailed analysis of 
coverages, rates and illustrations. 
A special insert highlights sales 
features, as an aid to producers in 
introducing the coverage. 


For Further Information Circle 22 on Card 


New Edition of CLU Booklet 


The 1958-59 edition of a booklet 
describing courses and study re- 
quirements of the American College 
of Life Underwriters is offered free 
on request. 
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USE REPLY CARD ON PAGE 67 


For more information on one or more of these 
items, tear out the reply card. Circle on it the 
number or numbers matching the figures following 
each item in which you are interested. Fill in the 
blanks, sign your name and mail the card. 

This reply card is not an order blank. Please do 
NOT send money to THE SPECTATOR. Card merely tells 
the supplier that you want, without obligation, more 
information about his product or publication. 


This year’s edition also contains 
information on the Management 
Education programs, directed to- 
ward the new diploma in agency 
management. Methods of study, 
fees charged, and suggested text- 
books for the courses are given. 


For Further Information Circle 23 on Card 


Master Units for Phone System 


Talk-A-Phone Co. announces an 
optional dual purpose feature of its 
intercommunication system. Master 


stations can answer calls at a dis- 
tance without operating controls. 
Private operation is restored at the 
touch of a button. 


With this new addition, the reply 
is automatically directed only to 
the station calling assuring private 
and selective communication. With 
the push of a button the master 
station functions privately again, 
and no one can monitor or listen in. 
These new master units may be 
adapted to meet the requirements 
of individual locations, and can be 
combined with standard Talk-A- 
Phone Chief models, in addition to 
dual purpose operation. 


For Further Information Circle 24 on Card 


New Fire Safety Booklet 


Groups interested in fire preven- 
tion can buy a booklet entitled 
“FIRE—What Would You Do?” 
published by the Channing L. Bete 
Co. 

Information in the booklet has 
been carefully compiled and checked 
by fire prevention authorities. It 
covers a wide range of important 
topics in 16 pages with cartoon 
drawings and short text. Included 
are fire danger spots in the average 
home, first aid treatment, and types 


of fire extinguishers. 


“In lots of 1,000, the booklet’s 
price is 8¢ each. The back cover has 
been left blank for imprinting. 


For Further Information Circle 25 on Card 


Booklet for Chart Makers 

Chart-Pak, Inc., offers a 32-page 
booklet titled “Visualization Made 
Easier.” Over 435 press-on tapes 
of many colors and patterns for 
making graphs, charts, maps and 
drawings are shown. Other aids, 
such as plastic grid sheets and the 
Chart-Pak “Tape-Pens,” are de- 
scribed. 

The booklet includes step-by-step 
directions for making office and 
plant layouts, and organization and 
flow charts. 


For Further Information Circle 26 on Card 


Selling “Balanced Security” 


Insurance Research & Review has 
published an approach to simple 
programming for life underwriters. 
Unit consists of a booklet titled 
“Balanced Security,” asset-liability 
worksheets, and a calculator slide 
rule that shows insurance require- 
ments for each $10 of monthly in- 

Continued on page 72 
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safeguards its property 


gets better 


FIRE 2.1 BURGLARY 


protection and 


saves *12,000 a year 


<; Awe ec. 


“When it came to a decision on plant protection for 
our million-dollar facilities we chose ADT Auto- 
matic Protection because of its reputation for reli- 
ability. It gives us maximum coverage at a saving of 
approximately $12,000 a year as against the cost of 
an adequate patrol force.” 


Mla 


Henry J. SERVAIS 
Executive Vice President 


Claimed to be the most modern in the dictating 
equipment industry, the new plant of The Sound- 
Scriber Corporation is an outstanding example of 
efficiency in manufacturing and operating methods. 

Protection against fire, burglary and other haz- 
ards is completely automatic. In case of fire, ADT 
Waterflow Alarm Service summons the fire depart- 
ment automatically. ADT Burglar Alarm Service, 
including Photoelectric and Ultrasonic Systems, au- 
tomatically notifies police of unauthorized entry to 
the building or the vault. ADT Heating Supervision 
automatically gives warning of low steam pressure 
or low room temperature. 


Controlled Companies of 
AMERICAN DISTRICT TELEGRAPH COMPANY 


A NATIONWIDE ORGANIZATION 
Executive Office: 155 Sixth Avenue, New York 13, N. Y. 
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THE SOUNDSCRIBER CORPORATION, North Haven, Conn. 


Pina 
5 eas 


a 


AS 


Like Mr. Servais, alert businessmen from 
coast to coast know that ADT Automatic 
Protection Services give greater security 
for property, profits and employees’ jobs 
than can be obtained by other methods— 
and at less expense! 

Whether your premises are large or 
small, old or new, sprinklered or unsprin- 
klered there is a combination of ADT Au- 
tomatic Protection Services to meet your 
requirements. Call our local sales office if 
we are listed in your phone book; or write 
to our Executive Office. 





SOUNDSCRIBER’S latest 
lightweight portable, 


New Products and Services 


Continued from page 70 


come. There is also a suggested 
sales presentation. 

Items can be bought separately, 
or as a complete kit. Price is $2.75 
for one kit, with reductions on 
quantity orders. 


For Further Information Circle 27 on Card 


“Packaged” Offices 


Business management can now 
order ready-to-use “packaged’’ of- 
fices, completely equipped with 
both walls and furniture. Develop- 
ment is the result of a cooperative 
merchandising agreement between 
Remington Rand and the E. F. 
Hauserman Company. 

Under this plan it will be pos- 
sible to order office furniture from 


ore ee eee ewweeeeeeeeeeeeeereeeereeereeee ee eeeeeeeeeeeeeeeeee 


. No. 10 IN A SERIES 


James M. Winge 
Tampa 


EQUITABLE LIFE OF IOWA IN 


FLORIDA 


Raymond Harris, CLU 


» Jacksonville 
eg 


James C. Stamm 
Miami 
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Agriculture is Florida’s biggest steady pursuit, 
yet climate and the longest coast line of any state 
are responsible for her chief fame—the resort 
and tourist business. The steady pursuit of these 
Equitable general agents and their agency asso- 
ciates is selling life insurance, yet their chief 
fame is the outstanding job they are do- 

ing in serving their clients. 
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Remington Rand’s new Aristocrat 
Modular line, and movable parti- 
tions of steel and glass from Haus- 
erman’s Divider Wall system. 

Semi-private offices can be as- 
sembled easily and in attractive 
color combinations. As space needs 
change, the wall and furniture units 
can be moved in a matter of min- 
utes. 


For Further Information Circle 28 on Card 


Fire Problems of Lumberyards 

Automatic District Telegraph of- 
fers reprints of an article which 
appeared in Building Supply News, 
titled “Your Lumberyard—Biggest 
Tinderbox in Town?” Article gives 
many practical fire prevention sug- 
gestions and concludes that insur- 
ance should be maintained on all 
yards. 

Article covers the particular 
hazards of a lumberyard, and gives 
a checklist for fire safety. Use of 
lightning rods is demonstrated. 
Copies of the reprint are available 
from ADT. 


For Further Information Circle 29 on Card 


Idea Book on Printing 

Thirty-three ways of using spe- 
cialty printing effectively in pre- 
mium promotion are featured in a 
new booklet, “33 Premium Ideas,’ 
by Eureka Specialty Printing Co. 

The pocket-size booklet gives 
ideas on promotions ranging from 
low cost give-aways and package 
enclosures to sales-incentive pro- 
grams. Also included are such spe- 
cial classes of premium use as di- 
rect-selling, installment sales, fund- 
raising and traffic-building plans 
for downtown shopping areas. 

Booklet is offered free to sales 
executives. 


For Further Information Circle 30 on Card 


The Military Market 


The young, well-paid men in the 
U. S. armed forces and their fami- 
lies constitute a vast potential in- 
surance market. A comprehensive 
survey of this market has recently 
been made by John J. Ryan, mili- 
tary market consultant. Publisher 
is the Army Times Publishing Com- 
pany of Washington, D. C. 

Report gives the total number 
on active duty as 2,700,000 with 46 
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per cent of them married. Some 
25 per cent of this number are de- 
scribed as leaving the services each 
year to settle down permanently 
with their families. Hence, accord- 
ing to Ryan’s study, they are the 
“perfect prospect” for insurance 
sales. 


For Further Information Circle 31 on Card 


Analysis of Life Companies 


The 1958 edition of “An Inde- 
pendent Analysis of Legal Reserve 
Life Insurance Facts’ has_ been 
published by Standard Analytical 
Service. First section deals with 
cost factors involved in life insur- 
ance. Financial reports for the 
100 largest life organizations are 
given. Programming charts and 
statistics save time in programming 
and sales presentations. Book 
closes with a brief history of life 
insurance in this country, and a 
short explanation of actuarial 
science. 


For Further Information Circle 32 on Card 


Low-Cost Protected Check Writer 
The Faymus Model H Check Pro- 
tector and Writer perforates and 


prints indelibly check amounts as a 
protection against forgery. En- 
graved brass numbers print clear, 
sharp numbers with either single or 
double-character spacing. Priced 
at $23.95, the check writer is easy 
to use. Operator slides the check 
under the feed control, sets the dial 
and presses a lever. The automatic 
feed control moves the check 
through the writing cycle. 

Pad is self-inking. Weighted 
base has rubber feet. Included in 
the kit are an extra ink pad, bottle 
of ink, and brush. 


For Further Information Circle 33 on Card 


e J 
Trainer Slide Rule 

A plastic Trainer slide rule for 
students, technicians and general 
consumers is now available. The 
slide rule provides simple solutions 
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to standard problems of multiplica- 
tion, division, reciprocals, squares, 
roots, cubes, trig functions, as well 
as logs and exponents. 

Nine basic micro-engraved scales 
are functionally grouped for rapid 
learning and operation. Accurate 
precisison scale graduations of 
0055 in. width are permanently 
aligned by bonding of end-plates to 
top and bottom of the special plastic 
rule body. The new durable plastic 
in the 10-inch rule assures smooth 


operation under extreme high and 
low temperatures with easy slider 
action in machined grooves. 


For Further Information Circle 34 on Card 


Brochure on Metered Mail 


A twelve-page, color-illustrated 
brochure entitled, “How to In- 
crease the Prestige of Your Mail” 
has been published by Pitney- 
Bowes, Inc., maker of postage 

Continued on page 74 


REPEAT PERFORMANCE or KEMPER COMPANY agents! 


KEMPER 
FOOTBALL 
SCOREBOARD \ 


OTTO GRAHAM 


RUSS HODGES 


NBC 


NEWS 


CHET HUNTLEY 


DAVID BRINKLEY 


fall television provides strong support... stresses 


AGENCY SERVICE and SAVINGS 


Kemper Insurance again backs its agents with the two nationally 
televised programs which proved so successful last fall and spring — 
KEMPER FOOTBALL SCOREBOARD and NBC NEWS. 

Again, available to agents are specialized direct mail and promo- 
tional literature designed to tie-in with the shows. 

Eleven solid weeks of coast-to-coast television shows on NBC 


this fall: 


. five Saturday afternoons on the KEMPER FOOTBALL SCORE- 
BOARD following the NCAA Football Game of the Week, featuring 
Russ Hodges, veteran sportscaster, and Otto Graham, former All 
League quarterback with the Cleveland Browns and recent coach of 
the game-winning College All Stars. 


. eight telecasts of the top-rated news show, NBC NEWS, featuring 
the crack reporting team of Chet Huntley and David Brinkley. 


Each week millions of viewers will hear and see the story of inde- 
pendent agency service and the countrywide facilities, full line 
protection and savings opportunities through policyholder dividends 


of the Kemper Companies. 


If you are interested in representing one of the progressive 
KEMPER companies, write Agency Production Department, Home 


Office, Chicago 40. 


Lumbermens Mutual Casualty Company 
American Motorists Insurance Company 


Divisions of KEMPER Insurance 
Chicago 40 





New Products and Services 


Continued from page 73 


meters and business machines. 
Exhibits of metered mail and 
case studies are given, with data 
showing that postage meters have 
been made practical for the small 
office with light daily mail as well 
as the larger companies. A chart 
shows that one out of every three 
users of a small desk-model meter 


spends an average of as little as a 
dollar a day for postage. 
For Further Information Circle 35 on Card 


National Telephone Service 


A network of telephone answer- 
ing services has been organized 
that will offer service on a nation- 
wide basis covering the United 
States and Canada. 

Answer America service will en- 
able any business to have local 
representation in each area _ it 
serves. Companies can have local 

















Wadd) 


RELIABILITY — 


SINCE 1799 


























iA is ( 7—~\ FRIENDLINESS 
sy a 





PROVIDENCE WA 
INSURANCE COMPANY. 


¢ PROVIDENCE 1, R. I. 


’| The USS Constitution 

was a bulwark of the 
young American 
Nation. 
From the days of John 
Adams, the buiwark of 
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telephone directory listings. Offices 
will operate 24 hours a day and 
are equipped with teletype service. 


For Further Information Circle 36 on Card 


Vertical File for Large Sheets 


Plan Hold Corporation, makers 
of vertical filing equipment, has a 
Vertiflex Pocket File for negatives, 
plates, stencils, or art work. 


This low cost filing system con- 
sists of special kraft envelopes that 
will accommodate materials up to 
24 in. by 30 in., vertically suspended 
from flexible aluminum hanger 
blades. Files may be mounted on 
any wall surface or within a Plan 
Hold Combo Cabinet. 


For Further Information Circle 37 on Card 


Treated Wood Non-Combustible 


“Non - Com” pressure - treated 
wood, a product of Koppers Com- 
pany. has been classified as basical- 
ly non-combustible in certain fire 
insurance rating schedules. . This 
new product has been approved for 
many industrial construction ap- 
plications by both Factory Mutual 
Engineering Division and Factory 
Insurance Association. In addition, 
Underwriters’ Laboratories have 
tested the product and approved it 
for labeling at the lowest flame 
spread classification assigned to 
treated wood. 

Recognition of “Non-Com” fire 
resistant wood materially reduces 
the insurance rates obtainable in 
construction applications utilizing 
this treated wood as a structural 
material. The new fire retardant 
chemical used in treating ‘Non- 
Com” is a development of Koppers 
Wood Preserving Division. 


For Further Information Circle 38 on Card 
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These Names Make News 


Continued from page 10 


Francis L. Madden has been elect- 
ed a vice president of American 
Insurance of Newark. He suc- 
ceeds Fred H. Doenges who will 
retire November 1. 

Howard A. Moreen is now vice 
president and secretary of 
Aetna Life Affiliated. He suc- 
ceeds James B. Slimmon, senior 
vice president and _ secretary, 
who has retired after 40 years 
with the companies. 

Lucius S. Rowe, president of The 
Southern New England Tele- 
phone Company, has been elect- 
ed a director of the Travelers. 


H. Taylor Peery has 
been elected to the 
board of Occidental 
Life, and will serve 
on the finance com- 
mittee. 


Howard A. Austin, Jr., CLU, for- 
merly second vice president of 
Prudential’s Northeastern home 
office, has been assigned to the 
Canadian head office in Toronto. 
Succeeding him in the Boston 
office is William P. Lynch, CLU. 

Howard I. Dillingham and Ed- 
ward G. Gerbic have been 
elected trustees of American 
Surety of New York. Dr. Dill- 
ingham is president of Ithaca 
College, and Gerbic is a vice 
president of Heublein, Inc. 

Loren R. Dodson, secretary and 
treasurer of Continental Can 
Co., has been elected a director 
of Firemen’s Mutual of Provi- 
dence, R. I. 

Vincent B. Coffin, senior vice 
president of Connecticut Mutual 
Life, has been named Chancellor 
of the University of Hartford, 
chartered in 1957. Appointment 
is effective January 1, 1959. 

Dr. Paul I. Robinson (Major Gen- 
eral, U. S. Army Medical Corps, 
ret.) has been appointed to Met- 
ropolitan Life as coordinator 
of medical relations, a newly 
created post. 
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Last year, the value of construction 
contracts in eleven Southern states 
totaled almost $7-1/2 billion. 
Contrasted with a little over $2-1/2 billion 
ten years ago, this figure emphatically 
accents the great growth of the South! 


LIFE Company 


or GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 








May We Send You 
THE PERFECT PROSPECT? 


The Perfect Prospect is the title of a special report by 
John Ryan containing lots of information about the mili- 
tary market for life insurance—2,600,000 members of the 
Armed Forces and their families in the U.S. and Overseas. 
They are The Perfect Prospect—as you’ll agree when we 
send you a copy FREE for the asking. Chances are it 
will give you a lot of sales ideas, too. 


Bart Walker 
ADDRESS ii ARMY TIMES PUBLISHING COMPANY 
2020 M St., N.W., Washington 6, D. C. 





SERVICE 


AMERICAN FIRE & CASUALTY COMPANY 


HOME OFFICE = ORLANDO FLORIDA 








Daily Reports 


Continued from page 29 


J. J. O’Connell, Jr., a counsel 
for the National Association of 
Life Companies, backed the net 
investment income approach. 

Frazar B. Wilde, president of 
Connecticut General Life and of 
the Life Insurance Association of 
America, said the LIAA would 


continue to explore both ap- 
proaches and cooperate with the 
ACL’s federal tax committee to 
find a tax bil] Satisfactory to all 
life companies. 


October 3—Guardian Life policy- 
holders who want cash policy 
loans now get service with a new 
check form. 
Loan authorization appears as 
part of the endorsement on the 
check. When the _ policyholder 





THIS EMBLEM of 


stands for 


THE COMMERCIAL UNION GROUP 


Insurance Experience 





has provided 


agency. 


HEAD 
OFFICE 


One Park Avenue 


New York 16, N.Y. 





@ What does this mean? It means that the companies of The Com- 
mercial Union Group actually have lived through and dealt with every 
kind of underwriting and agency situation covered by periods ranging 
from 244 years for the oldest to 38 years for our youngest company. 
The combined total of experience of our nine companies reaches the 
astonishing accumulation of 850 years. 


Why is such a background important? Because it indicates a 
Group with a vast store of insurance knowledge, stability and financial 
strength, carrying through to the business of today. 
have staunchly supported the American Agency System from its origin. 


We are proud of this background. We believe that its con- 
tinuity and the high standing it has enabled us to achieve over so 
many years, demonstrates our ability to serve you, the agent, and 
the policyholder better today because of the experience it 


Many long term agents have traveled the road to 
success with our companies. 
could be helpful to you also in building your 


MEMBEK COMPANIES 


Commercial Union Assurance Co. Ltd « Ocean Ac- 
cident & Guarantee Corp., Ltd* American Cen- 
tral Insurance Coe California Insurance 
Coe Palatine Insurance Co. Ltd*Com- 
mercial Union Fire Insurance Co. 
of N.Y.* Columbia Casualty 
Co * Union Assurance 
Society Ltde British 
General Insur- 
ance Co. 

Ltd. 


Furthermore we 


Our experience 


Atlanta 
Chicago 


San Francisco 








signs the check to cash or deposit 
it, he also signs the request for 
the loan, eliminating the need for 
a separate loan agreement. 


October 6—The next 20 years of 
American business will be 
heavily marked by a scramble for 
top executive talent. So said Dr. 
Robert M. Wald, management con- 
sultant, in talking to the National 
Association of Mutual Insurance 
Companies at Atlantic City. 

Dr. Wald spoke before the Crop 
Hail Conference, one of five con- 
ferences meeting within the Na- 
tional Association. 


And in the Future 


October 14—All-Industry Luncheon, New 
York Chapter CPCU, Waldorf-Astoria 
Hotel, New York. 

October 20-21—Remington Rand Univac 
Users Conference, John Hancock, Boston. 

October 20-22—Convention, National As- 
sociation of Mutual Insurance Agents, 
Commodore Hotel, New York. 

October 20-24—46th National Safety Con- 
gress, Conrad Hilton Hotel, Chicago. 
October 22-23 — Institute on Workmen's 
Compensation, Statler Hilton Hotel, 

New York. 

October 22-24—Annual meeting, Associa- 
tion of Life Insurance Medical Directors, 
Hotel Statler, Hartford. 

October 22-24—Annual meeting LAA, 
Queen Elizabeth Hotel, Montreal. 

October 27-29—Individual Insurance 
Forum, HIAA, Drake Hotel, Chicago. 

October 27-29—5ist annual convention, 
California Association of Insurance 
Agents, Sheraton-Palace Hotel, San 
Francisco. 

November 8-14—Seventh Hemispheric In- 
surance Conference, auspices U.S. Cham- 
ber of Commerce, Caracas, Venezuela. 

November 10-13—Annual meeting, LIAMA, 
Edgewater Beach Hotel, Chicago. 

November 17-19—JInsurance conference, 
American Management Association, 
Drake Hotel, Chicago. 

November 17-20—Second Mutual Insurance 
Technical Conference, Hotel Somerset, 
Boston. 

November 19-2i—Institute of Home Office 
Underwriters, Hollywood Beach Hotel, 
Hollywood Beach, Fla. 

November 20—Annual luncheon, Insurance 
Federation of New York, Waldorf-Astoria 

November 24-26—Annual meeting, No- 
tional Association of Independent In- 
surers, Hotel Fontainbleau, Miami Beach, 

December 5—Annual meeting, Association 
of Casualty Accountants and Statisticians, 
Hotel Statler, New York. 

December 8-9?— Meeting, Association of 
Life Insurance Counsel, Plaza Hotel, New 
York. 

December 9—Annual meeting, Institute of 
Life Insurance, Waldorf-Astoria Hotel, 
New York. 

December 10-1!—Annual meeting, LIAA, 
Waldorf-Astoria Hotel, New York. 

December 15-19—Meeting, National Asso- 
ciation of Insurance Commissioners, Roo- 
sevelt Hotel, New Orleans. 

December 28-29—Meetinag, American Asso- 
ciation of University Teachers of Insur- 
ance, LaSalle Hotel, Chicago. 
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STATEMENT REQUIRED BY THE ACT OF 
AUGUST 24, 1912, AS AMENDED BY THE 
ACTS OF MARCH 3, 1933, AND JULY 2, 
1946 (Title 39, United States Code, Section 
233) SHOWING THE OWNERSHIP, MANAGE- 
MENT, AND CIRCULATION OF 


THE SPECTATOR, published monthly at Phila- 
delphia, Pa., for 1 October, 1958 


1. The names and addresses of the publisher, 
editor, managing editor, and business managers 
are: Publisher, T. J. Casper, Glen Hardie Rd., 
Wayne, Pa.; Editor, T. J. V. Cullen, Chester, 
Orange County, N. Y.; Managing Editor, Wm. A. 
Alrich, 248 Upper Gulf Rd., Radnor, Pa.; Busi 
ness Manager, Paul A. Reddy, 7242 Pine St., 


Upper Darby, Pa. 


2. The owner is: (If owned by a corporation, 
its name and address must be stated and also 
immediately thereunder the names and addresses 
of stockholders owning or holding 1 percent or 
more of total amount of stock. If not owned by 
a corporation, the names and addresses of the 
individual owners must be given. If owned by 
a patnership or other unincorporated firm, its 
name and address, as well as that of each indi- 
vidual member, must be given.) 


Holders of more than 1 per cent of the capital 
stock outstanding of Chilton Company: Mary M 
Acton, 260 Sycamore Avenue, Merion Station, 
Pa.; George C Buzby, 2 East Sunset Avenue, 
Chestnut Hill, Pa.; Mrs. Beulah Fahrendorf 
Chateau LaFayette, Scarsdale, New York; Dor- 
othy S. Johnson, Route 1, Putnam Valley, New 
York; Kimberton Hills Farms, Ine., 1608 Wal- 
nut Street, Philadelphia, Pa.; Mabel P. Myrin, 
1608 Walnut, Philadelphia, Pa Mary M. Acton 
and John Blair Moffett, Trustees U/W of Clar- 
ence A. Musselman, Deceased, 1608 Walnut 
Street, Philadelphia, Pa., Beneficiaries Mary 
M. Acton and David Acton; J. Howard Pew, 1608 
Walnut Street, Philadelphia, Pa.; J. N. Pew, 
Jr.. 1608 Walnut Street, Philadelphia, Pa.; Mary 
Ethel Pew, 1608 Walnut Street, Philadelphia, 
Pa.: Alberta C. Sly, 149-40 35th Avenue. Flush 
ing, New York; Alberta C. Sly, Executrix U/W 
of Frederick S. Sly, Deceased, 149-40 35th Ave- 
nue, Flushing, N. Y., Beneficiaries: Albert C. 
Sly, Alberta C. Sly, and John E. Sly Soleil 
Farms, Inc., 1608 Walnut Street, Philadelphia 
Pa.; Charlotte M. Terhune, 160 E, 48th Street 
New York, New York. 


3. The known bondholders, mortgagees, and 
other security holders owning or holding 1 per 
cent or more of total amount of bonds, mort 
gages, or other securities are: (If there are none 
so state.) None. 


4. Paragraphs 2 and 3 include, in cases where 
the stockholder or security holder appears upon 
the books of the company as trustee or in any 
other fiduciary relation, the name of the person 
or corporation for whom such trustee is acting: 
also the statements in the two paragraphs show 
the affiant’s full knowledge and belief as to the 
circumstances and conditions under which stock 
holders and security holders who do not appear 
upon the books of the company as trustees, hold 
stock and securities in a capacity other than that 


of a bona fide owner. 


5. The average number of copies of each issue 
of this pubilication sold or distributed, through 
the mails or otherwise, to paid subscribers dur 
ing the 12 months preceding the date shown 
above was: (This information is required from 
daily, weekly, semiweekly, and triweekly news 
papers only.) 

THOMAS J. CASPER 
Publisher 

Sworn to and subscribed before me this 5th 

day of September, 1958. 


PHILIP J. SHIRE, JR 


(My commission expires January 7, 1959) 


[Seal] 
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Insurance and Reinsurance 


for experienced attention 


use a Stewart-Smith orrice 
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TOP MEN 


TOP MONEY 
.-. 4nd disability 


Every man who specializes in pension and employee 
welfare plans should have a copy of this brochure. * 
The brochure deals with a realistic solution to a problem 


which faces every business and its executive personnel. 


A copy is yours for the asking. Write for brochure D-6. 


* Advertised in Time, October 6, Newsweek, Octo- 


ber 20, and the November issue of Fortune. 
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All Lines Groups 


Continued from page 39 


developed casualty running mates 
and later organized fire carriers. 
Not until the years of the Sec- 
ond World War did the insurance 
institution yield to public demand 
and initiate multiple line property 
underwriting. Automobile owner- 
ships and interstate operation of 
retail and wholesale stores were the 
instigating influences to this end. 
State legislators recognized the 
need for a single policy written by 
one company or by one group of 
companies to protect one risk from 


multiple perils. Une by one the 
states brought about a reclassifica- 
tion of companies by eliminating 
the requirement demanding sepa- 
rate corporations to cover casualty, 
liability, and surety on the one 
hand and fire, marine, and property 
damage on the other. 

Within the last few years, this 
urge for simplification has com- 
bined with the demand for policies 
to protect groups against loss due 
to accidents, sickness, hospitaliza- 
tion, and on-the-job and off-the-job 
injuries, as well as pension funds. 
This combination brought about an 
urge for multiple line underwriting 
in its broadest sense. And while 
New York State, among other im- 
portant states, still prevents life 
insurance companies from writing 


property insurance or owning prop- 
erty insurance companies, there has 
been permitted the restricted own- 
ership of life and accident and sick- 
ness insurance companies by prop- 
erty insurance companies. The 
right to organize and operate affili- 
ated corporations writing personal 
and property insurance through a 
single agency organization has been 
legally established throughout the 
United States. 

The extent of these recently per- 
mitted affiliations can now be mea- 
sured by this first compilation on 
page 78 of most of the all lines in- 
surance groups in this country. Also 
listed here are the companies in- 
cluded within each group and some 
indication of ownership or man- 
agement within the group. 





~< 


Notes for All 
Lines Group Table 


(Also initials for leading lines written by 
each group.) 


*Life and A&H premiums taken 
from Convention Form Annual State- 
ments, page 5 line 1 (Accrual basis 
for life premiums). 


Code for lines written in All Lines 
table. 
A—Accident (individual) 
AH—Accident & Health (individual) 
AL—Auto Liability (B.I.) 
AP—Auto Physical Damage 
APD—Auto Liability (P.D.) 
BM—Boiler & Machinery 
BT—Burglary & Theft 
C—Credit 
CM—Chattel Mortgage 
CMP—Commercial Multi Peril 
EC—Extended Coverage 
F—Fire 
FL—Allied Fire Lines 
G—Glass 
GAH—Group Accident & Health 
GC—Growing Crops 
GL—Group Life 
GLB—General Liability (B.I.) 
GLP—General Liability (P.D.) 
HM—Hospital Medical 
HMP—Homeowners Multi Peril 
IL—Industrial Life 
IM—Inland Marine 
L—Livestock 
NC—Non-Cancellable Accident & 

Health 

O—Other 
OL—Ordinary Life 
OM—Ocean Marine 
S—Surety 
T—Title 
WC—Workmen’s Compensation 
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All Lines Groups in table listed with 
companies included in each group. 


(This list includes three additional groups for which complete figures were not available 


when this table was prepared.) 


(Editor’s Note—William G. Glenden- 
ning, who entered University of 
Pennsylvania’s Wharton School on a 
Huebner Fellowship this fall, com- 
piled the figures and these notes on 
ownership within each group. 
AETNA LIFE: At the end of last 
year, Aetna Life Insurance Com- 
pany owned 862,507 of the 1,400,000 
outstanding shares of Aetna Casu- 
alty and Surety Company’s capital] 
stock. The latter firm, in turn, holds 
financial control of The Standard 
Fire Insurance Co. (Hartford) and 
Iowa Fire Insurance Co. (Waterloo), 
the other two members of the Aetna 
Life Group. 
ALLSTATE: All but 17 of Allstate 
Insurance Company’s 30,000 shares 
are owned by Sears, Roebuck & Com- 
pany. Allstate Insurance Company, 
then, owns all of the stock, including 
the directors’ qualifying shares, of 
The Allstate Fire Insurance Com- 
pany and The Allstate Life Insur- 
ance Company. Both subsidiaries 
have 10,000 shares outstanding. 
AMERICAN BANKERS (Miami): 
American Bankers Insurance Com- 
pany owns one-third (100,000 shares) 
of the outstanding capital stock of 
the American Bankers Life Insur- 
ence Co. 
AMERICAN CASUALTY: Accident 
& Casualty Insurance of Winter- 
thur, Switzerland, controls The 
American Casualty Insurance Com- 
pany, owning 396,517 of the 400,000 
shares outstanding. American Cas- 
ualty owns 100 per cent of the out- 
standing common stock of The Valley 
Forge Insurance Co. These latter 
two each own 50 per cent (20,000 
shares) of Valley Forge Life Insur- 
ance Co. 
AMERICAN GENERAL (Houston): 


American General Insurance Com- 


pany has a controlling interest in the 
four subsidiary organizations, Ameri- 
can General Life, Hawaiian Life In- 
surance Company, National Standard 
Insurance Company, and Union Na- 
tional Life Insurance Company. In- 
terest in these and another affiliate, 
American General Investment Corpo- 
ration, comprised about 45 per cent 
of American General’s assets at the 
close of 1957. 
AMERICAN INVESTORS (Nash- 
ville): (Figures were not available 
to list this group’s totals in the ac- 
companying table. American Inves- 
tors Corporation, a holding com- 
pany, owns American’ Investment 
Life, Financial Life and Casualty, 
and Investors Fire Insurance Com- 
pany. 
AMERICAN SECURITY (Atlanta): 
The American Security Company 
owns 59.8 per cent of the 50,000 
shares of the American Security In- 
surance Company. The latter owns 
100 per cent of the outstanding capi- 
tal stock of the Union Security Life 
Insurance Company. 
AMERICAN STATES (indianapo- 
lis): American States Life is a 
wholly owned subsidiary of the 
American States Insurance Company. 
(Ratios and by-lines percentages are 
omitted on the table because the 
group’s totals could not be completed 
at press time.) 
AMERICAN SURETY: American 
Life Insurance Company is wholly 
owned by the American Surety Com- 
pany. The latter also controls Cana- 
dian Surety and Surety Fire Insur- 
ance Company. (In the accompany- 
ing table, American Surety figures 
do not include those of Canadian 
Surety and Surety Fire.) 
Continued on page 80 





All Lines Groups 


Continued from page 79 


ASSOCIATES INVESTMENT: All 
four insurance firms in this group 
are under the financial sponsorship 
of the Associates Investment Com- 
pany. Midway Underwriters, Inc., 
the attorney-in-fact for the Midway 
Insurance Exchange, is a wholly 
owned subsidiary, as are Emmco In- 
surance Company and Alinco Life In- 
surance Company. Emmco owns 100 
per cent of Excel Insurance Com- 
pany’s outstanding stock. 
BATTLE CREEK: Wolverine Insur- 








ance Company and Federal Life 
and Casualty Insurance Company 
are both controlled by the same inter- 
ests. Wolverine and Riverside Insur- 
ance Company are joined by an un- 
derwriting agreement. 
BLUE RIDGE: Blue Ridge Life In- 

surance Company is a_ wholly 
owned affiliate of the Blue Ridge In- 
surance Company. 
BUCKEYE UNION: Buckeye Union 

Casualty Company owns 99.2 per 
cent of Mayflower Insurance Com- 
pany’s capital stock. Buckeye Union 
Fire Insurance Company and Buck- 
eye Union Casualty operate under 
the same managerial group, headed 
by Frederick E. Jones, president of 
both companies. Mr. Jones is also 
president of the Ohio State Life In- 
surance Company. The latter, in 


NORTH AMERICA 


LEADS 
IN REINSURANCE, TOO 


A stable market for you 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America, Philadelphia 





WHO WRITES WHAT? 
WE DO! 


A complete line of both Participating and Non-Participating con- 
tracts, including just about everything you need in substandard: 
Whole Life and Endowment up to 500%; 10-Year Convertible Term 
up to 250%; Term to 65 up to 500%; Term Riders up to 250%. 
Issue ages are O to 70. Our reinsurance pool will accept our un- 
derwriting, which speeds up issuance of your larger cases. Only 
1.2% of all cases submitted to N/W National during the past five 





years were declined or postponed. 





Contact the nearest agency of 


NORTHWESTERN NATIONAL LIFE 
OF MINNEAPOLIS 


More than 40 years experience in brokerage service 





80 





turn, owns 99.54 per cent of Colum- 
bus Mutual’s capital stock. 
CHUBB & SON: The management 
group, Chubb & Son, operates Fed- 
eral Insurance Company and the 
U. S. branches of Alliance Assur- 
ance Sea and Marine Insurance Com- 
Federal wholly owns Federal 


panies. 
of Cuba, and Vigilant Insurance 
Company. Federal also owns 97 per 


cent of Colonial Life Insurance Com- 

pany. 

CITIZENS CASUALTY: Citizens 
Casualty Insurance companies 

owns Citizens Life Insurance Com- 


pany. 
COMMERCIAL CREDIT: The Com- 
mercial Credit Company controls 
American Credit Indemnity, Calvert 
Fire Insurance Company, Cavalier 
Insurance Company and _ Cavalier 
Life Insurance Company. American 
Credit Indemnity owns 100 per cent 
of American Health Life Insurance 
Company outstanding stock. 
COMMERCIAL INVESTMENT: 
(Sufficient figures were not avail- 
able to list the group’s totals in the 
accompanying table.) Insurance com- 
panies in the group are North Amer- 
ican Accident, Patriot Life, Service 
Casualty and Service Fire. 
COMMERCIAL STANDARD: Com- 
mercial Standard Insurance Com- 
pany owns both Commercial Stand- 
ard Fire and Marine and Commercial 
Standard Life. Ratios and by-lines 
percentages are omitted on the table 
because the group’s totals could not 
be completed at press time. 
CONTINENTAL NATIONAL: Con- 
tinental Casualty Insurance Com- 
pany owns about one-third of the 
outstanding stock of Continental As- 
surance Company, plus 67 per cent 
of the stock of National Fire Insur- 
ance Company and all but the direc- 
tors’ shares of the Transportation 
Insurance Company. Transcontinen- 
tal Insurance Company is a wholly 
owned subsidiary of National Fire. 
CORNBELT: Cornbelt Insurance 
Company owns 50.5 per cent of the 
outstanding stock of Cornbelt Life 
Insurance Company. 
EMPLOYERS GROUP: Employers 
Group Associates owns all out- 
standing stock of American Employ- 
ers Insurance Company and Employ- 
ers Fire Insurance Company, in ad- 
ditien to 51 per cent of the stock of 
American Employers Life Insurance 
Company. American Employers 
(55%) and Employers Liability As- 
surance (45%) own the Employers 
Surplus Lines Insurance Company. 
Employers Liability Assurance and 
its wholly owned affiliate, Halifax In- 
surance Company, are members of 
the Employers Group although not 
under the financial control of Em- 
ployers Group Associates. 
FARM BUREAU—INDIANA: 
Farm Bureau Mutual Insurance 
Company and Hoosier Farm Bureau 
Life Insurance Company are mutual 
companies, both under the same man- 
agement group. 
FARM BUREAU—KANSAS: Both 
Farm Bureau Mutual and Kansas 
Farm Life companies are under the 
same general management. 
FARM BUREAU — MICHIGAN: 
Farm Bureau Mutual and Farm 
Bureau Life are both under the same 
general management. 





THE SPECTATOR 








FARM BUREAU—MISSOURI: 
Here again the Farm Bureau Mu- 
tual and the Farm Bureau Life com- 
panies are under the same manage- 
ment. 
FARMERS INS. EXCHANGE: 
Farmers Insurance Exchange, 
Truck Insurance Exchange and Fire 
Insurance Exchange are al! under 
control of the attorneys-in-fact, The 
Underwriting Association. Mid-Cen- 
tury Insurance Company is wholly 
owned by the Farmers Insurance Ex- 
change. Farmers New World Life 
Insurance Company is 67 per cent 
owned by the Farmers Underwriting 
Association. 
FARMERS MUTUAL: (Sufficient 
figures for this group were not 
available to include them in the ac- 
companying table.) American Fam- 
ily Life Insurance Company is a 
wholly owned subsidiary of Farmers 
Mutual Auto Insurance Company. 
These two companies operate closely 
with Farmers Mutual Insurance and 
Union Mutual Life Insurance Com- 
pany. 
FARM FAMILY: Farm Family Mu- 
tual Insurance Company and Farm 
Family Life Insurance Company op- 
erate under similar management and 
sponsorship. 
GENERAL ACCEPTANCE: Gen- 
eral Acceptance Corporation con- 
trols Stuyvesant Insurance Company. 
The latter owns 42,498 shares of 
50,000 outstanding, of the Stuyvesant 
Life Insurance Company. Towles & 
Co., Ine., a wholly owned General 
Acceptance subsidiary, controls the 
National Mutual Assurance Com 


pany. 
GENERAL OF SEATTLE: General 
Insurance Company of America 
wholly owns the First National, Gen- 
eral Casualty, General Life of Amer- 
ica, and Safeco insurance companies. 
General Casualty was reinsured by 
General Insurance in 1957. 
Continued on page 82 
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"We'll have to stop meeting like this, 
darling — our insurance company is get- 
ting suspicious!" 


October 1958 


This multi-million 
dollar agency 
builder booklet, 


the Umbrella Plan, 


is reserved for: 


s now paying for more than 
a yom Weems ) $10,000 annually in 
allah aiaeatiaeaie Life premiums 


If you can meet the above qualifications, you will be interested in our 
GENERAL AGENCY OPPORTUNITY which features top com- 
pensation, super market coverage in Life, A&H, and Group insurance, 
plus liberal practices and practical sates helps. 

AVAILABLE ONLY IN: 


Maine —New Hampshire — Vermont —New Jersey — Pennsylvania — Delaware — Maryland 
Washington, D. C.—Virginia—North Carolina—Florida—Ohio—Indiana—Illinois—Kentucky 
Michigan—Minnesota—Missouri 


WRITE: Bill Good, V. P. 


i gee i ANC ¢ OMPANY i: 
~ Montclair 10, N. J. 








Woodward, Ryan, Sharp and Davis 
Consulting Actuaries 
55 Broadway, New Yerk 6, N. Y. 
HAnover 2-5840 





For agents and 


Add m Ore | = = - | brokers who also 


write automobile, 


SZ ” fire, theft and 
ae property 
Z ‘ insurance, 
= Mutual Trust 
tenes Life Insurance 


Company has 
prepared power- 
packed, new 
brokerage 
material — 


For more information write — 


CHARLES H. KIEFER, Vice-President 


Mutual Trust Life Insurance Company 
77 South Wacker Drive + Chicago 4, Illinois 


@ Only surplus business is invited from full-time representatives of other companies 














For The Man 
Ready For | 


pportunity fu 
IN NEW ORLEANS nme | 


We have currently available an excellent opening in New Orleans | 
for the man ready for General Agent status. | 
This opening offers unlimited opportunity. National Reserve Life | 
with over $230,000,000 Insurance In Force is conducting a vigor- 
ous expansion program throughout its entire operating territory 
ranging from California to Florida. 
You are assured complete home office 
cooperation—plus tested sales aids. 
Write today for detailed information. 
All correspondence in complete confi- 
dence. 
















H. O. CHAPMAN, President 
S. H. WITMER, Chairman of the Board 











RESERVE LIFE INSURANCE COMPANY 


TOPEKA + SIOUX FALLS 











25 Years 





of outstanding personal service to insurance companies. & 
M4 
a) 
A. E. STRUDWICK Co : 
° ° . X 
REINSURANCE BROKERS , 
810 Baker Building Exclusively 208 South LaSalle Street 
Minneapolis 2, Minnesota Chicago 4, Illinois 
F Ederal 9-5847 CEntral 6-9141 ¢ 
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5555 9SSSS9SSSS9SSS9SS 59S SSS SSS SESS SSSSOSSGOSSSSSSSSSS 

















These six points help Home Life agents post consistently | | 
high scores in the new-business league: 


@ All-markets coverage ®@ Productive sales aids 
@ Liberal commission schedules © Distinctive package plans 
@ Modern training program @ Sales-minded management 


Clientele good will carefully cultivated during well over 
a half-century of superior service adds an important 
extra point to the “77 Home Life agent's 
arsenal of career advantages. 
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THE HOME LIFE 
INSURANCE COMPANY OF AMERICA 
Daniel J. Walsh, President Executive Offices: Phila., Pa. 
Security and Service Since 1899 | 
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GLENS FALLS: Glens Falls Insur- 
ance Company purchased 25 per 
cent of the National Life of Canada 
in June, 1958. (Ratios and by-lines 
percentages are omitted on the table 
because the group’s total’s could not 
be completed at press time.) 
GOVERNMENT EMPLOYEES: 
Government Employees Insurance 
and Government Employees Life In- 
surance Company are included here 
although neither holds any _ stock 
ownership in the other. However, an 
identical board of directors serves 
both insurance organizations as well 
as the Government Employees Cor- 
poration, an automobile financing 
concern. 
GREAT SOUTHERN: Great South- 
ern Life Insurance Company owns 
Superior Casualty Insurance Com- 


pany. 
HAWKEYE—INDUSTRIAL: Fi- 
nancial General Corporation, a 
wholly owned subsidiary of Hawkeye- 
Security Insurance Company, owns 
60.9 per cent of the stock of North- 
eastern Insurance Company. A sub- 
sidiary of Financial General, the Na- 
tional Industrial Credit Corporation, 
owns 3991 (of 4000) shares of the 
Industrial Insurance Company. In- 
dustrial, in turn, owns 50 per cent of 
Bankers Security Life Insurance 
Company stock. United Service Life 
Insurance and United Security In- 
surance companies are also included 
in the group because of sharing man- 
agement with other firms in the 
Hawkeye-Industrial Group. 
HOME: Home Insurance Company 
of New York owns the entire capi- 
tal stock of Peoples-Home Life Insur- 
ance Company (formerly Peoples 
Life), and 99 per cent of the stock 
of Home Indemnity Insurance Com- 
pany. 
ILLINOIS AGRICULTURAL 
ASSN.: Both Country Life Insur- 
ance Company and Country Mutual 
Insurance Company are under the 
financial sponsorship of the Illinois 
Agricultural Association and are 
managed by the same board of direc- 
tors. The Illinois Agricultural Hold- 
ing Company (owned by the Asso- 
ciation) owns all the capital stock of 
Country Life. 
INSURANCE CO. OF N. A.: Insur- 
ance Company of North America 
wholly owns its three subsidiaries, 
Indemnity Insurance Company of 
North America, Life Insurance Com- 
pany of North America and Philadel- 
phia Fire and Marine Insurance 
Company. 
KEMPER GROUP: Lumbermans 
Mutual Casualty Company owns 
502,534 shares of American Motorists 
Insurance Company’s 1,333,333 
shares outstanding. American Man- 
ufacturers Mutual Insurance Com- 
pany also owns 50,667 shares of 
American Motorists. These’ three 
companies, as well as the other two 
in the group—Fidelity Life Associa- 
tion and Federal Mutual Insurance— 
are under management of Kemper 
personnel. 
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MASON -BROAD PARTNERSHIP: 
These two partners share control 
of both the Insurance Company of 
The South and the Carolina Casualty 
Company. Fifty per cent of the stock 
of Carolina Home Life Insurance 
Company is owned by each of the 
property companies. 
MOTOR CLUB OF AMERICA 
(Newark): Motor Club of America 
Insurance Company owns 100 per 
cent of the stock of Motor Club of 
America Life Insurance Company. 
MUTUAL SERVICE: Mutual Ser- 
vice Casualty Insurance Company 
and Mutual Service Life Insurance 
Company maintain a unified plan of 
operations under a common _ board 
of directors and one management. 
NATIONWIDE: Nationwide Mutual 
Insurance Company and Nation- 
wide Mutual Fire Insurance Com. 
pany are under the same general 
management. Nationwide Mutual In- 
surance (2250 shares) and Nation- 
wide Mutual Fire (250 shares) own 
all but the directors’ stock of Na- 
tionwide General Insurance Com- 
pany. Nationwide Corporation, a 
holding company controlled by Na- 
tionwide Mutual Insurance, controls 
Nationwide Life Insurance Company, 
National Casualty Insurance Com- 
pany and Michigan Life Insurance 
Company. Nationwide Corp. also 
holds 112,489 shares of Northwestern 
wr Life Insurance Company 
stock. 


OLD REPUBLIC: Old Republic In- 
_ Surance Company and Old Repub- 
lic Life Insurance Company are un- 


der the direction of the same presi- 
dent, J. H. Jarrell. In addition, 28.68 
per cent of the property company’s 
stock is owned by the life company 
and the officers and directors of the 
life company. 
PACIFIC FINANCE: 
panies— Marathon Insurance, 
Olympic Insurance, Pacific Fidelity 
Life—are wholly owned by the Pa- 
cific Finance Corporation. 
PEERLESS: Peerless Insurance 
Company owns 100 per cent of the 
stock of Caledonian-American Insur- 
ance Company and 79 per cent of the 
shares of United Life and Accident 
Insurance Company. Until the end of 
1957 Peerless also managed the Neth- 
erlands Insurance Company. 
ST. PAUL FIRE & MARINE: &t. 
Paul Fire and Marine Insurance 
Company owns both St. Paul Mer- 
cury Insurance Company and West- 
ern Life Insurance Company. 
SECURITY-CONNECTICUT: Both 
Security Connecticut Life Insur- 
ance Company and Connecticut In- 
demnity Insurance Company are 
wholly owned subsidiaries of Secu- 
rity Insurance Company. (Ratios and 
by-lines percentages are omitted on 
the table because the group’s totals 
could not be completed at press 
time.) 


SPRINGFIELD FIRE & MARINE: 

Springfield Fire and Marine In- 
surance Company owns 99.9 per cent 
of Monarch Life Insurance Company, 
New England Insurance Company, 
and is reinsuring and dissolving the 


Three com- 


Michigan Fire and Marine Insurance 
Company. 
STATE FARM MUTUAL: State 
Farm Fire and Casualty Insurance 
Company and State Farm Life In- 
surance Company are wholly owned 
subsidiaries of State Farm Mutual 
Auto Insurance Company. 
STATE MUTUAL LIFE-WOR- 
CHESTER MUTUAL FIRE: 
State Mutual Life Insurance Com- 
pany and Worchester Mutual Fire 
Insurance Company have formed a 
working management alliance. 
TRANSAMERICA: The Transamer- 
ica Corporation owns 100 per cent 
of Occidental Life Insurance Com- 
pany and Automotive Insurance 
Company, in addition to controlling 
Paramount Fire, Pacific National 
Fire, and Manufacturers Casualty. 
The last named, in turn, controls the 
Manufacturers Fire Insurance Com- 
pany. Premier Insurance Company 
is also counted as part of this group. 
TRAVELERS: Travelers Indemnity 
Insurance Company, sole owner of 
Charter Oak Insurance Company, is 
wholly owned by the Travelers Insur- 
ance Company. 
UNITED PACIFIC: Both Cascade 
Insurance Company and United 
Pacific Life Insurance Company are 
wholly owned by United Pacific In- 
surance Company. 
ZURICH: Both Zurich Life Insur- 
ance Company and the American 
Guarantee and Liability Insurance 
Company are wholly owned by the 
J. S. branch of Zurich Insurance 
Company. 
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OF 25 AND OVER 
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GROUP-SALES 
SERVICE! 


SALARIED SALES 
PERSONNEL to help you 
contact and close your 
group cases! 


Be in there with: 

@ Competitive bids 

e Full-payment hospitalization, 
with surgical, medical and 
other benefits 
Accident and sickness 
disability 
Life insurance 


Accidental death 
and dismemberment 


Major medical 


Make our group sales and serv- 
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Let us show you how it works 
for you. Phone or wire collect 
today! EAstgate 7-2100. 
Robert W. Burmeister 
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A caneer 
‘thout a ceili 


August 29, 1958 


G. W1LLiaAM CorRFIELD 


Mr. Donald N. Adamson, Manager 
The Franklin Life Insurance Company 
385 East Green Street, Suite 305 
Pasadena, California 


Dear Don: 


It was no easy decision for me to resign from a position which 
had paid me a substantial annual salary over several years and 
to enter into an entirely new field. Like most people I wanted 
security, but I finally made a decision that I did not want to settle 
for security alone. I came to the conclusion that the type of 
security I really wanted for myself and my family, was an 
opportunity for a career that placed no ceiling or limitations on my 
income. This thought motivated my association with The Franklin 
Life Insurance Company as a member of your agency. 


After looking around and interviewing a number of well-known 
insurance companies, my decision to cast my lot with you and 
The Franklin Life was due almost entirely to the salability of 
our exclusive merchandise which puts us pretty much beyond the 
range of competition and enables us to serve the public in a 
unique manner. 


Each year with Franklin Life, my income has progressed 
steadily upwards. During the first eight months of 1958, I have 
delivered 174 new contracts. My first year commissions alone have 
exceeded $12,000 for the year to date. I fully anticipate that my 
first year income, exclusive of renewal commissions, will exceed 
$18,000 at year-end. 


In closing I wish to express my appreciation for the valued 
cooperation received from you, Mr. George A. Landis, our State 
Manager, and his staff, and our Home Office. 


Sincerely yours, 
G. William Corfield 


An agent cannot long travel at a faster gait than the company he represents! 








Lhe Friendly 
FRANKLIN LIFE Sai" 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over Three Billion Dollars of Insurance in Force 





ARE YOU 
AN AGENT WITH 
A FUTURE? 


That depends. On you. And on the organization behind you. If you’re an INA agent, 


you’re sitting on top of the world! For you’re supported by sales and service offices every- 





where. Fifty-one in this country and Canada. Forty more overseas. This vast network of 
co-ordinated production and underwriting experts has helped you build for the future 


, 


with multiple-line Fire-Marine-Casualty-Life sales. With ‘‘one-stop” insurance selling! 


There are many other ways INA helps you build for the future. Ask your INA Fieldman. 


GROW WITH THE COMPANY WITH A FUTURE @& 
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INSURANCE BY NORTH AMERICA 


Insurance Company of North America Indemnity Insurance Company of North America Life Insurance Company of North America ‘ Philadelphia 





